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JEFFERSON 
‘TRANSFORMERS 


Assure Power 
and Permanence 


The responsibility of the transformers 
is important to every person who sells, in- 
stalls, or uses modern Neon signs. 


Nationally-known advertisers by the 
hundreds who employ Neon signs and 
Jeena Tieainees ‘Tabe Zoom illuminated displays insure the power and 
formers are made in models and permanence of them by the use of Jefferson 


capacities to meet all installation T f 
conditions—indoors and out. ranstormers. 


Insure ALL the Advantages of Neon Signs 


No sign is better than the transformer, for the transformer is the heart of a 
luminous tube sign. It supplies the high voltage necessary to make the sign shout. 
On the transformer depends the uniform intensity of the tubing month after 
month, the economy of operation of the sign. And so, consider carefully the 
transformer for use on all luminous tube signs. 





Jefferson experience dates to the very beginning of the Neon sign industry. 
Jefferson engineers have developed many original features (such as mid-point 
grounded balanced design) which have contributed tremendously to the depend- 
ability and economy of luminous tube signs. To help contractors and users get 
all the advantages of luminous tube lighting sell Jefferson Transformers. 


JEFFERSON ELECTRIC COMPANY 


BELLWOOD (Suburb of Chicago) ILLINOIS 


Luminous lube 
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eature that creates 
sales .. and repeat orders 


OU can’t always build an entire sales story on 

one point and be successful ... Yet it’s sur- 
prising how the Positive Pressure Fuse Clip is help- 
ing electrical distributor salesmen move Square D 
50,000 Series Switches. 

Your customers know that a poor fuse contact 
means heat—that a hot fuse will blow out. Show them 
that Square D Positive Pressure Fuse Clips retain 
their pressure—because the copper contacts are 
backed up by strong steel springs of special design. 

Follow through with facts regarding the com- 
pactness—space economy—easy wiring and instal- 
lation of the ‘50,000 Series” switch. 

You'll find buyers responsive—because you’ re talk- 
ing their language. 

Square D products are not 
only highly effective, economical SQUARE J} 
and enduring — but, they’re ELECTRICAL EQUIPMENT 


salable. 
Let our engineers—in all dis- 


trict offices—give you dramatic SQUARE TD COMPANY 
SWITCH ANO PANEL DIVISION 


and convincing facts that will DETROIT. MICHIGAN, US. 





close sales. 


SQUARE 7] COMPANY 


¢¢ 
SOR SWITCH AND PANEL DIVISION 
"comes me OE TROIT, MICHIGAN, VU. S. A 
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Under the Code 


now subject to the provisions of the 

“Code of Fair Competition for the 
Wholesaling or Distributing Trade,” which 
became effective January 22. The complete 
text of this Code appears on pages seven to 
ten. Supplemental codes, amplifying the 
provisions of this General Code to meet the 
needs of the electrical and radio trade have 
been prepared by both NEWA and RWA. 
Approval of these supplemental codes is an- 
ticipated within the next few weeks. 

The Fair Trade Practice provisions of the 
General Code strike directly at several evils 
which have long been countenanced by the 
industry. With these unethical practices 
now prohibited by law, and with violators 
subject to the drastic penalties prescribed in 
the Recovery Act, every wholesaler is called 
upon to adopt a policy of clean selling and 
fair play. 

False billing and secret rebates, for exam- 
ple, have heretofore not been uncommon 
among the trade, especially in the case of 
conduit fittings. These practices are now 
specifically forbidden. 

Independent wholesalers stand to gain 
from the section entitled “Coercion,” which 
states that “no member of the trade shall 
require that the purchase or lease of any 
goods be a prerequisite to the purchase or 
lease of any other goods.” This clause 
strikes directly at the practice known as 
“reciprocity” which has long been prevalent 
in the electrical trade. 

Under the General Code, it becomes man- 
datory for wholesalers to protect their 
retailers by refraining from “selling mer- 
chandise at wholesale prices to ultimate 
consumers for personal use or to sell civic, 
institutional, and/or similar types of whole- 
sale customers, merchandise for the personal 
use of employees of such customers.” In 


F ow subject and radio wholesalers are 


other words, the long tolerated policy of 
granting “courtesy discounts” now becomes 
illegal. 


ROBABLY the most important section 

of the new Code is that entitled “Differ- 
entials.” Here, for the first time, legal 
recognition is given to the principle that 
price differentials should be based upon the 
services rendered and functions performed 
by the buyer, rather than upon the volume 
of his purchases. The Code provides for con- 
ferences between wholesalers and their sup- 
pliers, these conferences to be called by the 
Code Authority for the purpose of determin- 
ing adequate differentials. When such 
differentials have been established, it be- 
comes an unfair trade practice for a whole- 
saler to buy from any supplier who fails to 
adhere to them. 

This means that, after the prescribed con- 
ferences have been held, it will be unlawful 
for a wholesaler to buy from a manufacturer 
who sells direct to chain stores, mail order 
houses, contractors and/or dealers, unless 
such direct sales are made at prices which 
afford adequate protection to the whole- 
saler. Manufacturers who set up such differ- 
entials will thereafter be unable to sell retail 
chains on a price basis. They will become 
100 per cent dependent upon the wholesaler. 
Unless wholesalers extend them every coop- 
eration, these manufacturers will, in self- 
preservation, be forced to abandon whole- 
saler distribution and will re-enter the direct 
selling field on a competitive price basis. 

The Code thus imposes upon the whole- 
saler a moral as well as a legal responsibility 
to support only those manufacturers who 
provide him with price protection. 


SH. 1: Mevrbecnd: 
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These 3 things—will help your 
dealers sell more lamps 





ASK 40) 48 - 
es BUY LAMPS 
USE EDISON THE EASEL-BACK ice) 


LAY 
INDOW DISP 
ig SERVICE 


ADVERTISEMENTS 





THESE three selling tools—con- 
G E N E R TAN L scieritiously applied by your dealers—will 
help you and them to the best lamp sell- 

EL E CT R C ing year you ever had. Urge them to: 
is helping you 


1. Get the Window Display Service in 
and your dealers play 


promptly. Give it a chance to iden- 


to sell more tify their stores as lamp headquarters. 


lamps 2. Put the easel-back advertisements on 


a prominent counter and pile quan- 
tities of best selling lamps around 
them. 


3. Ask customers to buy. Read Edison 
MAZDA lamp advertisements and use 
their talking points. That may be 
the final push that’s needed. 


When your dealers follow these sug- 
gestions they will sign their names to 
Edison MAZDA lamp advertising ... and 
you both will step ahead to the best lamp 

o— selling year you ever had. General Electric 
Your customers look for this MARK Company, Nela Park, Cleveland, Ohio. 


EDISON MAZDA LAMPS 
GENERAL @ ELECTRIC 
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Code for Electrical Wholesalers 
Reaches Final Stage 


Public hearing held in Washington on January 10. Proposed amend- 


ments to Electrical Manufacturers Code may delay final approval 


N January 10, a for- 
mal hearing was held 
in Washington on the 


Code of Fair Practice for the 
Electrical Wholesaling Indus- 
try. This Code, when ap- 
proved, will be supplementary 
to the General Code for the 
Wholesaling Trade, which was 
signed by President Roosevelt 
on January 13. Deputy Ad- 
ministrator Dameron presided 
at the hearing and the Code, 
as presented by the special 
committee of NEWA, was identical in most respects 
with the Code as ratified by the membership of the 
Association at its Buffalo Convention last August. 

In opening the proceedings, Dr. Dameron said, “I wish 
to call your attention to the fact that this Code Supple- 
ment introduces several problems which, of course, will 
have to be met by us jointly. One deals with the main- 
tenance of manufacturers’ list prices and the other deals 
with the suggestion that wholesalers must not buy from 
manufacturers who perform wholesale functions unless 
the manufacturer makes an adjustment in cost to cover 
expenses for such service or services rendered. I think 
that probably will prove to be a new and interesting 
problem.” 

W. J. Drury, Graybar Electric Co., as chairman of 
both the Code and Executive Committees of NEWA, 
formally presented the Code together with the following 





W. J. Drury, chairman, 
NEWA Code Committee 


amendments, which were suggested 
to the Committee at the last moment. 

UNIFORMITY oF StorE Hours—“No 
wholesaling operation shall be conduct- 
ed before 7:00 a. m. or after 6:00 p. m.; 
nor on Sundays ; provided, however, that 
in any trading area or district the electrical wholesalers 
located therein may, by agreement of two-thirds in number 
of such wholesalers, elect to close Saturdays or limit Satur- 
day operations to specified hours shorter than those above 
stated, which determination shall be binding upon all elec- 
trical wholesalers within such trading area or district until 
changed by a two-thirds vote.” 

RESTRICTED DELIVERY—“To deliver merchandise to any 
customer beyond the metropolitan area of the city within 
which the distributor is located without making a charge 
equal to that made by a common carrier for the said deliv- 
ery. Where necessary the Code Commission shall define 
the metropolitan areas within its district; provided, how- 
ever, that due allowance may be made for differences in 
transportation costs, it being understood that transportation 
costs may be equalized by any individual member of the 
trade acting independently as between recognized whole- 
saling centers.” 

ABSORPTION OF Costs By MANUFACTURERS—“It shall be 
an unfair trade practice for any electrical wholesaler to buy 
an electrical commodity from a manufacturer who performs 
any of the wholesale functions, including warehousing, 
delivery, or other distribution service, unless such manufac- 
turer sells such commodity at an adjustment in cost to cover 
the expense for such service or services rendered.” 

Mr. Drury then emphasized the close relations exist~ 
ing between electrical wholesalers and manufacturers and 
presented pertinent facts concerning both the electrical 
wholesaling industry and NEWA. “Briefly,” he said, 
“the electrical wholesale trade provides country-wide 
distributive services to the electrical manufacturing 
trade. We call ourselves ‘wholesalers,’ but since this 
term generally implies distribution to retailers, it may 


5 














be that in our case it is a misnomer because we estimate 
that not more than 25 per cent of our sales are made to 
dealers for resale. 


“The great bulk of our business is accounted for in 
the distribution of electrical products directly to electri- 
cal contractors, steam and electric railroads, oil and pipe 
line companies, Federal and State Governments, munici- 
palities, public utilities, large industrial companies, and 
manufacturers requiring electrical materials in the 
fabrication of their products. 


“The National Electrical Wholesalers Association, 
which is proposing this Supplemental Code, is the only 
national organization that has ever existed in this trade 
and was founded over 25 years ago. According to the 
census of distribution taken in 1929, there were 1384 
concerns in this trade with an aggregate invested capital 
of over $100,000,000, doing an annual business of over 
$474,000,000. These concerns employed 21,438 persons 
and paid salaries and wages during 1929 of $43,000,000. 


“The NEWA represents at least 61 per cent of the 
number of houses in the trade and at least 80 per cent 
of the total volume of business.” 


During the hearing discussion centered largely around 
the section of the Code entitled “Underselling Manufac- 
turers.” It was supported by F. R. Eiseman, Revere 
Electric Co., Chicago, as a member of the NEWA Code 
Committee, W. E. Sprackling, Anaconda Wire & Cable 
Co., as chairman of the Rubber Covered Wire Section 
of NEMA, B. D. Christian, Crocker Wheeler Electrical 
Mfg. Co., representing the Motor and Generator Section 
of NEMA, C. C. Downie, Pass & Seymour Co., and 
H. S. Walker of Walker Bros., Conshohocken, Pa. 


In defending the proposed section, Mr. Eiseman stated 
that ‘the object of the Open Price Plan is just what its 
name implies. It provides a fair method by which manu- 
facturers are openly and authoritatively informed as to 
the price policies of their competitors and are not obliged 
to secure such important information from purchasing 
agents and other buyers whose reports are often grossly 
inaccurate. The operation of the plan leaves every manu- 
facturer free to determine his own prices to all classes 
of customers, but provides the means for open markets 
dnd reasonable stabilization. 

“If the electrical wholesaler is free to undersell the 
manufacturer while the manufacturer is bound to main- 
tain his published and filed price, the whole plan immedi- 





ately falls and this provision in the manufacturers’ code 
becomes a liability instead of an asset and, therefore, 
invites rather than prevents unfair competition and 
predatory price-cutting which injures the smaller inde- 
pendent manufacturers and their smaller wholesale cus- 
tomers and the smaller buyers.” 

S. F. Heinritz, representing the Consumers’ Advisory 
Board, directed a vigorous attack against this and other 
Fair Trade Practice sections of the Code, contending 
that “its fundamental purpose is to eliminate every com- 
petitive factor in distribution” and that it “slavishly 
follows the dictates of the manufacturers’ code.” Mr. 
Heinritz was supported in his opposition by Irving Fox, 
representing the National Dry Goods Association. 


H. O. Smith, Hardware & Supply Co., Akron, Ohio, 
and a member of the NEWA Code Committee, speaking 
in favor of the provision against “Lump Sum Quota- 
tions,” said: 

“The lump sum bid is and has been one of the popular 
vehicles used to the detriment of the whole industry. 
It provides the opportunity for this destructive element 
in the trade to cover up their price cutting tactics by nam- 
ing a total sum at which they will deliver a bill of mate- 
rial. The difficulties of proving that such offers of sale 
are made below cost are materially increased and therein 
lies the urge to resort to such methods.” 


E. M. Graham, National Electrical Supply Co., Wash- 
ington, D. C., spoke in support of the provision against 
“Split Shipments,” while L. L. Hirsch, Electrical Sup- 
ply Co., New Orleans, supported the article on “Absorp- 
tion of Cost by Manufacturer.” Both Messrs. Graham 
and Hirsch are also members of the Code Committee 
of NEWA. 


In bringing the hearing to a close, Deputy Adminis- 
trator Dameron remarked, “I have been greatly im- 
pressed with the relationship of this Code to the 
Electrical Manufacturing Code, and also with the fact 
that it is probably more closely related to those sections 
of the Electrical Manufacturers’ Code which are up for 
hearing at the present time. Certainly, questions con- 
cerning the open price policy are in that category. 


“IT might say in closing that it has always been a 
pleasure to work with this trade, and I am certain, as a 
result of our joint efforts, we can develop a Code which 
will be highly satisfactory to you and to the members 
of this trade.” 





Public hearing on the supplemental code for the electrical wholesaling trade, held in the Sun Room of the 
Washington Hotel, Washington, D. C., on January 10 


ELECTRICAL WHOLESALING 











| The General Wholesaling Code 


The complete text of the Code of Fair Competition for the Whole- 
saling or Distributing Trade which was approved by President 
Roosevelt on January 12 and became effective January 22 


ARTICLE I—PURPOSES 

To effectuate the policies of Title I of the National Industrial 
Recovery Act, the following provisions are established as a 
Code of Fair Competition for the Wholesaling or Distributing 
Trade, and shall be the standard of fair competition for such 
trade. 

ARTICLE II—DEFINITIONS 

Wholesaler or Distributor—For the purposes of this Code, 
a “wholesaler” or “distributor” shall be defined as any indi- 
vidual, partnership, association, corporation, or other firm, or a 
definitely organized division thereof, definitely organized to 
render and rendering a general distribution service, which buys 
and maintains at his or its place of business a stock of the 
lines of merchandise which it distributes; and which through 
salesmen, advertising, and/or sales-promotion devices, sells to 
retailers and/or to institutional, commercial, and/or industrial 
users; but which does not sell in significant amounts to ulti- 
mate consumers. Modifications or extensions to this definition 
or any part of it may be made for specific divisions when 
embodied in any appropriate supplemental code or when recom- 
mended by the appropriate Divisional Code Authority and 
approved by the Administrator. 

The Trade.—The term “trade” is defined to be the business 
in which wholesalers or distributors engage. 

Ultimate Consumer.—The term “ultimate consumer” as used 
herein is defined as a purchaser for home and personal use, and 
not for use or consumption in trade or business or by insti- 
tutions. 

Employees—The term “employee” as used herein includes 
anyone engaged in the trade in any capacity receiving compen- 
sation for his services, irrespective of the nature or method of 
payment of such compensation. 

Employer—The term “employer” as used herein includes any- 
one by whom such employee is compensated or employed, 

President, Act, Administrator—The terms “President,” “Act,” 
and “Administrator” as used herein shall mean, respectively, 
the President of the United States, the National Industrial 
Recovery Act, and the Administrator appointed under Title I 
of said Act. 

Population for the purposes of this Code shall be determined 
by reference to the 1930 Federal Census. 


ARTICLE III—HOURS 

Section 1. Maximum Hours and Exceptions—(a) No 
wholesaler or distributor shall cause or permit any employee, 
except an employee in an executive, supervisory, technical, or 
professional capacity who receives thirty-five dollars ($35.00) 
per week, or more, in cities of 500,000 population or over; or 
thirty dollars ($30.00) per week, or more, in cities of less than 
500,000 population, and except watchmen and outside salesmen, 
to work more than forty (40) hours per week or to work more 
than six (6) days in any one week (or less as determined by 
the Code Authority of any specific trade), except that any 
member of the trade may cause or permit: 

(b) No employee except those exempted in paragraph (a) of 
this Section shall work more than eight (8) hours in any one 
day, except that on one day each week each employee may work 
one extra hour, but such hour is to be included within the 
maximum hours permitted each week. 

(c) Outside deliverymen, maintenance men, outside repair 
service men and installation men to work forty-eight (48) hours 
per week. 

(d) Watchmen shall work not more than fifty-six (56) hours 
nor more than six (6) days in any 7-day period. 
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(e) An employer may work an employee such hours as may 
be necessary in excess of the hours specified in paragraphs (a) 
and (c) of this Section if time and one third is paid for all 
such additional hours per week. 

(f) The hours worked by any one employee in any one day 
shall be consecutive with the exception of a reasonable period 
out for lunch. 

Sec. 2. Employment by Several Employees—No employer 
shall knowingly permit any employee to work for any time 
which, when totaled with that already performed with another 
employer or employers in this trade/industry, exceeds the 
maximum permitted herein. 


ARTICLE IV—WAGES 

Section 1. Minimum Rates of Pay—The minimum rates of 
pay shall be as follows: 

(a) In cities of 500,000 population or over, or in the immedi- 
ate vicinity thereof, at the rate of fifteen dollars ($15.00) per 
week, 

(b) In cities of less than 500,000 population, or in the imme- 
diate vicinity thereof, at the rate of fourteen dollars ($14.00) 
per week. 

(c) In the South at the rate of one dollar ($1.00) per week 
less than the rates specified above in paragraphs (a) and (b). 

The term “the South” means the following states: Virginia, 
West Virginia, North Carolina, South Carolina, Georgia, 
Florida, Kentucky, Maryland, District of Columbia, Tennessee, 
Alabama, Mississippi, Arkansas, Louisiana, Oklahoma, and 
Texas. 

(d) A part-time employee or one paid on an hourly basis 
shall be paid at an hourly rate not less than that obtained by 
dividing the appropriate minimum weekly wage specified for 
him in previous paragraphs of this Section by the appropriate 
maximum number of hours specified for him in Article III. 

Wages paid during any period to employees on a piece-rate 
basis shall aggregate an hourly rate not less than that specified 
above for part-time employees and than paid on an hourly basis. 

(e) Junior employees between the ages of 16 and 18 years, 
inclusive, may be paid at the rate of two dollars ($2.00) less per 
week than the minimum wage rate per week otherwise appli- 
cable to them for the first 12 months of their employment; and 
learners over 18 years of age may, for a period of three months 
from the date of their employment, be paid at the rate of one 
dollar ($1.00) less per week than the minimum wage per week 
otherwise applicable to them. The number of employees classi- 
fied as juniors or learners combined shall not exceed the ratio 
of one such employee to every five employees or fraction 
thereof up to twenty (20) or more than one such employee for 
every ten (10), or fraction thereof, employees above twenty 
(20). 

(f) Female employees performing substantially the same 
work as male employees shall have the same rate of pay as such 
male employees. 

(g) Wages shall be paid weekly or semimonthly in lawful 
money or by negotiable check. 

Sec. 2. No employee whose normal full-time weekly hours 
prior to July 1, 1933, are reduced by less than 20% shall have 
his or her full-time earnings reduced. No employee whose 
normal full-time weekly hours are reduced 20% or more shall 
have his or her full-time weekly earnings reduced by more 
than 10%. 


ARTICLE V—GENERAL LABOR PROVISIONS 
Section 1. Minimum Age Requirements—No person under 16 
years of age shall be employed by any wholesaler or distribu- 
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tor, nor anyone under 18 years of age, at operations or occupa- 
tions hazardous in nature. The Code Authority shall submit to 
the Administrator within thirty days a list of such occupations. 
In any State an employer shall be deemed to have complied 
with this provision if he shall have on file a certificate or per- 
mit duly issued by the Authority in such State empowered to 
issue employment or age certificates or permits showing that 
the employee is of the required age. 

Sec. 2. Employees’ Rights and Employers’ Duties—(a) Em- 
ployees shall have the right to organize and bargain collectively 
through representatives of their own choosing, and shall be 
free from the interference, restraint, or coercion of employers 
of labor, or their agents, in the designation of such representa- 
tives or in self-organization or in other concerted activities for 
the purpose of collective bargaining or other mutual aid or 
protection, 

(b) No employee and no one seeking employment shall be 
required as a condition of employment to join any company 
union or to refrain from joining, organizing, or assisting a 
labor organization of his own choosing, and 

(c) Employers shall comply with the maximum hours of 
labor, minimum rates of pay, and other conditions of employ- 
ment, approved or prescribed by the President. 

Sec. 3. Precedence of State Laws.—No provision in this Code 
shall supersede any State law which imposes on employers 
more stringent requirements as to age of employees, wages, 
hours of work, or as to safety, health, sanitary, or general 
working conditions, or insurance, or fire protection, than are 
imposed by this code. 

Sec. 4. Reclassification of Employees—No employer shall 
reclassify employees or duties of occupations performed or 
engage in any other subterfuge for the purpose of defeating 
the purposes or provisions of the Act or of this Code. 

Sec. 5. Posting Code—Each employer shall post in con- 
spicuous places, accessible to employees, copies of Articles I to 
V, inclusive, of this Code. 


ARTICLE VI—CODES AND THE ADMINISTRATION THEREOF 

Section 1. General and Supplemental Codes.——(a) To pro- 
vide an effective procedure for the administration of this code, 
and all codes supplemental thereto, the trade shall be divided 
into commodity divisions, as hereinafter provided. 

(b) Provisions governing wholesalers or distributors in all 
commodity divisions shall be included in this general code. 

(c) Provisions governing wholesalers or distributors in one 
or more, but not in all commodity divisions, may be embodied 
in a supplemental code for each division, after hearing before 
the Administrator and approval by the President. 

Sec. 2. Creation and Organization of General Wholesale and 
Divisional Wholesale Code Authorities——(a) The creation of a 
General Code Authority to cooperate with the Administrator in 
the administration of the provisions of the General Code is 
hereby authorized, and the creation of a Division Code Author- 
ity for each Division of the Trade to cooperate with the 
Administrator in administering the provisions of its Supple- 
mental Code is hereby authorized. 

(b) For the purposes stated in this Section, the following 
Commodity Divisions are hereby provided :1 


Beauty and Barber Supplies Men’s Wear Buttons 
Buttons Notion, Thread & Women’s 


Charcoal and Packaged Fuel Garments 
Cycle Jobbers Supplies 
Dry Goods Radio 


School Supplies 
Sheet Metal 
Silverware 
Twine and Cordage 
Hardware Upholstery and Decorative 
Hats and Caps Fabrics 
Jewelry (including Watchmak- Wall Paper 

ers’ and Jewelers’ Supplies) Woolen and Trimming Gar- 
Men’s Novelty Jewelry ment Supplies 

(c) The General Code Authority shall consist of one or 
more members of each Divisional Code Authority, the precise 


Electrical Supplies 
Embroidery and Lace 
Floor Covering 
Furriers’ Supplies 


1O0thers may be added from time to time and such further Divisions as 
the Administrator may find to be duly representative. Provided that the 
Administrator, after due notice and hearing, may amend these Divisions 
by enlarging or contracting them, or by consolidating or further dividing 
one or more of such Divisions. 
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number to be determined by the Administrator. Such members 
shall be elected by the members of each Divisional Code Au- 
thority in accordance with a fair method approved by the Ad- 
ministrator. The Administrator may appoint not more than 
three members without vote, to serve for the term of six and 
twelve months, respectively, from the date of appointment. 

(d) Until such time as the General Code Authority is elected 
in the manner provided in the foregoing paragraph and until 
such time as a representative number of supplemental codes 
have been approved, the Administrator shall appoint one mem- 
ber of each Commodity Division to act as a member of the 
General Code Authority. 

(e) The Divisional Code Authority for each Division shall 
be composed of not less than three (3) nor more than twenty- 
one (21) wholesalers or distributors, or representatives thereof, 
in such Division, who shall be elected, in accordance with a 
fair method, as provided in the supplemental Code of each 
Division. The Administrator may appoint two members, with- 
out vote, to serve for the term of six months respectively from 
the date of appointment. 

Sec. 3. Duties of Trade Associations—Code Authorities 
to be Representative—(a) Each Trade Association directly or 
indirectly participating in the selection or activities of the Gen- 
eral and/or Divisional Code Authorities shall: (1) impose no 
inequitable restrictions on membership, and (2) submit to the 
Administrator true copies of its articles of association, by-laws, 
regulations, and any amendments when made thereof, together 
with such information as to membership, organization, and ac- 
tivities as the Administrator may deem necessary to effectuate 
the purpose of the Act. 

(b) In order that the General and Divisional Code Authorities 
shall at all times be truly representative of the Trade and in 
other respects comply with the provisions of the Act, the Ad- 
ministrator may provide such hearings as he may deem proper; 
and, thereafter, if he shall find that the General Code Authority 
or any Divisional Code Authority is not truly representative or 
does not in any other respect comply with the provisions of the 
Act, may request an appropriate modification in the method of 
selection of any such Code Authority. 

Sec. 4. Assenting to Code and Payment of Cost of Ad- 
ministration.—Wholesalers or distributors shall be entitled to 
participate in and share the benefits of the activities of their Di- 
visional Code Authority, and through such Divisional Code Au- 
thority, to participate in and share the benefits of the activities 
of the General Code Authority, by assenting to and complying 
with the requirements of such Codes and sustaining their reason- 
able share of the proper expenses of their administration. Such 
reasonable share of the proper expenses of the administration 
of the General Code Authority and of any divisional Code Au- 
thority shall be determined by each Authority, respectively, sub- 
ject upon review to the disapproval of the Administrator, on 
the basis of volume of business, the number of Divisions in 
which a member may operate, and the extent of his operations 
in each Division, and/or such other factors as may be deemed 
equitable to be taken into consideration. The share of the cost 
of such administration, as so equitably assessed, shall be col- 
lected by the several Divisional Code Authorities from the mem- 
bers of the Trade in their respective Divisions. 

Sec. 5. Powers of General and Divisional Code Authori- 
ties—(a) The General Code Authority shall have the power, 
subject upon review to-the disapproval of the Administrator in 
addition to other powers herein granted: 

(1) To coordinate the interests of the several divisions and 
the activities of the several Divisional Code Authorities so as to 
prevent conflicts of authority and to minimize overlapping of 
powers; and 

(2) To hear all matters pertaining to the provisions of the 
General Code which may be submitted to it by any Divisional 
Code Authority; and 

(3) To attempt to adjust and/or to report the same to the 
Administrator ; and 

(4) To exercise any other general and lawful powers which 
may be necessary to secure performance of the provisions of 
the Act. 

(b) Each Divisional Code Authority shall have the follow- 
ing powers: 

First. With respect to the provisions of the General Code 
which govern all Divisions of the Trade, each Divisional Code 
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Authority, subject to the approval or request of the General 
Code Authority: 

(1) Shall require from wholesalers or distributors in the 
Division which it represents such reports as are necessary to 
effectuate the purposes of the General Code; and 

(2) May, upon its own initiative or complaint of any whole- 
saler or distributor in such Division, make investigations as to 
the functioning and observance of any provision of the General 
Code; and 

(3) May hear and attempt to adjust such complaints, and 

Provided, however, that any wholesaler or distributor who 
may be affected by the action or handling of matters pertaining 
to any provision of the General Code by his Divisional Code 
Authority, shall have the right to have such matter submitted to 
and considered by the General Code Authority for its action, as 
provided in Section 5 (a) of this Article. 

Second. With respect to the specific provisions of the Sup- 
plemental Codes which govern one or more, but not all, Divisions 
of the Trade, each Divisional Code Authority, subject to the 
approval or consent of the Administrator : 

(1) Shall require from wholesalers or distributors in its 
Division such reports as are necessary to effectuate the pur- 
poses of its Supplemental Code; and 

(2) May, upon its own initiative or complaint of any whole- 
saler or distributor in such Division, make investigation as to 
the functioning and observance of any provision of its Supple- 
mental Code; and 

(3) May hear and attempt to adjust such complaints; and 

(c) Inthe event that a Divisional Code Authority should re- 
port any matter referred to in the “Second” part of the above 
paragraph to the Administrator which affects any provision of 
the General Code, the Administrator may if he desires refer 
such matter to the General Code Authority for handling as if 
such matter had been directly submitted to the General Code Au- 
thority by such Divisional Code Authority, as provided in the 
“First” part of the above paragraph. 

Sec. 6. Information for Government Agencies—In addi- 
tion to the information required to be submitted to the General 
Code Authority and to the Divisional Code Authorities, there 
shall be furnished to government agencies such statistical in- 
formation as the Administrator may deem necessary for the 
purposes recited in Section 3 (a) of the Act. 

Sec. 7. Administrative Interpretations —The Administrator 
shall from time to time, after consultation with the General Code 
Authority and/or with a Divisional Code Authority, issue such 
administrative interpretations of the various provisions of the 
General Code, or of any supplemental Code, respectively, as are 
necessary to effectuate their purpose. 

Sec. 8. Undue Hardships Imposed by Codes.—Where the ad- 
ministration of the provisions of the General Code impose an 
unusual or undue hardship upon any wholesaler or distributor, 
or upon any Division, or where the administration of the pro- 
visions of any Supplemental Code imposes an unusual or undue 
hardship upon any wholesaler or distributor affected thereby, 
such wholesaler or distributor, or such division, may make ap- 
plication for relief to the Administrator, who, after such public 
notice and hearing as he may deem necessary, may grant such 
exceptions to or modifications of the provisions of the General 
Code, or of any Supplemental Code, as the case may be, as may 
be required to effectuate the purposes of the Act. 


ARTICLE VII—TRADE PRACTICES 

Section 1. Inaccurate Advertising—No member of the trade 
shall publish advertising (whether printed, radio, display, or of 
any other nature), which is misleading or inaccurate in any ma- 
terial particular, nor shall any member in any way misrepresent 
any goods (including, but without limitation, its use, trade-mark, 
grade, quality, quantity, origin, size, substance, character, nature, 
finish, material, content, or preparation) or credit terms, values, 
policies, services, or the nature or form of the business con- 
ducted. 

Sec. 2. False Billing—No member of the trade shall know- 
ingly withhold from or insert in any quotation or invoice any 
statement that makes it inaccurate in any material particular. 

Sec. 3. Inaccurate Labelling—No member of the trade shall 
brand or mark or pack any goods in any manner which is in- 
tended to or does deceive or mislead purchasers with respect to 


FEBRUARY, 1934 


the brand, grade, quality, quantity, origin, size, substance, char- 
acter, nature, finish, material content, or preparation of such 
goods. 

Sec. 4. Inaccurate References to Competitors, etc—No mem- 
ber of the trade shall publish advertising which refers inaccu- 
rately in any material particular to any competitors or their 
goods, prices, values, credit terms, policies, or services. 

Sec. 5. Threats of Law Suits—No member of the trade shall 
publish or circulate unjustified or unwarranted threats of legal 
proceedings which tend to or have the effect of harassing com- 
petitors or intimidating their customers. Failure to prosecute 
in due course shall be evidence that any such threat is unwar- 
ranted or unjustified. 

Sec. 6. Secret Rebates—No member of the trade shall se- 
cretly and directly offer or make any payment or allowance of a 
rebate, refund, commission, credit, unearned discount, or excess 
allowance, whether in the form of money or otherwise, nor 
shall a member of the trade secretly offer or extend to any cus- 
tomer any special service or privilege not extended to all cus- 
tomers of the same class, for the purpose of influencing a sale. 

Sec. 7. Bribing Employees—No member of the Trade shall 
give, permit to be given, or directly offer to give, anything of 
value for the purpose of influencing or rewarding the action of 
any employee, agent or representative of another in relation 
to the business of the employer of such employee, the prin- 
cipal of such agent or the represented party, without the knowl- 
edge of such employer, principal, or party. Commercial bribery 
provisions shall not be construed to prohibit free and general 
distribution of articles commonly used for advertising except 
so far as such articles are actually used for commercial bribery 
as hereinabove defined. 

Sec. 8. Interference with Another's Contracts—No whole- 
saler shall attempt to induce the breach of an existing contract 
between a competitor and his employee or customer or source 
of supply; nor shall any such wholesaler interfere with or ob- 
struct the performance of such contractual duties or services. 

Sec. 9. Coercton—No member of the trade shall require that 
the purchase or lease of any goods be a prerequisite to the pur- 
chase or lease of any other goods. 

Sec. 10. Protection to Retailers—It shall be an unfair trade 
practice for Wholesalers who secure a substantial portion of 
their business from members of the retail trade to enter into 
competition with retailers by selling merchandise at wholesale 
prices to ultimate consumers for personal use or to sell to civic, 
institutional, and/or similar types of wholesale customers, mer- 
chandise for the personal use of employees of such customers. 
Nothing in this section, however, shall prevent bona fide sales by 
such wholesalers to their own employees of merchandise that is 
for the personal use of such employees. 


ARTICLE VIII—PERMISSIVE TRADE PRACTICES 


Section 1. Differentials—In any division in which manufac- 
turers, importers, mills, or other primary sellers sell coinci- 
dentally to several classes of buyers the Divisional Code Au- 
thority, subject to the approval and with the advice of the Ad- 
ministrator, may arrange for a conference of all interested 
parties, including primary sellers or the Code Authority gov- 
erning them, for the purpose of defining and establishing price 
differentials which shall be fair and reasonable in relation to the 
nature and extent of the distributing services and functions ren- 
dered by each buying class. Such differentials shall include all 
elements affecting the net price, such as discounts, terms, and 
allowances. 

The Divisional Code Authority, with the advice and consent 
of the administrator and after all interested parties shall have 
been given an opportunity to be heard on the matter, shall 
formally announce the price differentials which are deemed fair 
on specific products. When the Divisional Code Authority an- 
nounce that a fair wholesale price differential has been estab- 
lished on any product by sources competent to adequately serve 
the wholesalers in the Division, then and thereafter, or until the 
Divisional Code Authority announces that such fair price dif- 
ferentials have been discontinued, it shall be an unfair trade 
practice for a wholesaler or distributor to handle such product 
unless the price at which it is sold to him allows or provides for 
such fair price differential. 

Nothing in this section shall be construed to abridge the right 
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of manufacturers to sell direct to retailers or the right of re- 
tailers to buy direct from manufacturers. 

Nothing in this section shall be construed to prevent reason- 
able and fair price differentials from being allowed on the basis 
of quantity purchased or such other factors as the Administrator 
shall deem proper. 

Sec. 2. Other Unfair Trade Practices.—Subject to the ap- 
proval of the President after hearing there may be established, 
in any Supplemental Code, trade practice rules covering such 
other subjects as conditions in its specific Division may require, 
together with regulations concerning such principles as loss 
limitation, selling below cost, price reporting. Any violation of 
these provisions shall be an unfair trade practice. 


ARTICLE IX—PRISON-MADE GOODS 

Pending the formulation of a compact or code between the 
several states of the United States to insure the manufacture 
and sale of prison-made goods on a fair competitive basis with 
goods not so produced, the following provisions of this section 
will be stayed for ninety (90) days, or further at the discretion 
of the Administrator: 

(a) Where any penal, reformatory, or correctional institution, 
either by subscribing to the code or compact hereinbefore re- 
ferred to, or by a binding agreement of any other nature, satis- 
fies the Administrator that merchandise produced in such in- 
stitution or by the inmates thereof will not be sold except upon 
a fair competitive basis with similar merchandise not so pro- 
duced, the provisions of Paragraph (b) hereof shall not apply 
to any merchandise produced in such manner in the institutions 
covered by such agreement. 

(b) Except as provided in the foregoing paragraph, no 
wholesaler or distributor shall knowingly buy or contract to buy 
any merchandise produced in whole or in part in a penal, re- 
formatory, or correctional institution. After May 31, 1934, no 
wholesaler or distributor shall knowingly sell or offer for sale 
such merchandise. Nothing in this section, however, shall affect 
contracts, which the wholesaler or distributor does not have the 
option to cancel, made with respect to such merchandise before 
the approval of this code by the President of the United States. 

(c) Nothing in this section shall be construed to supersede or 
interfere with the operation of the Act of Congress approved 
January 19, 1929, being Public, No. 669 of the 70th Congress and 
entitled “An Act to divest goods, wares, and merchandise manu- 
factured, produced or mined by convicts or prisoners of their 
interstate character in certain cases”, which Act is known as 
the Hawes-Cooper Act, or the provisions of any State legisla- 


tion enacted under, or effective upon, the effective date of the 
said Hawes-Cooper Act, the said effective date being January 
19, 1934. 


ARTICLE X—MODIFICATION 

Section 1. This General Code and all codes supplemental 
thereto, and all the provisions thereof, are expressly made sub- 
ject to the right of the President, in accordance with the pro- 
visions of subsection (b) of Section 10 of the Act, from time 
to time to cancel or modify any order, approval, license, rule, or 
regulation issued under Title I of said Act and specifically, but 
without limitation, to the right of the President to cancel, or 
modify his approval of these Codes or any conditions imposed 
by him upon his approval thereof. 

Sec. 2. This General Code and all codes ibahiiideatil thereto, 
except as to provisions required by the Act, may be modified on 
the basis of experience or changes in circumstances, such mod- 
ification to be based upon application to the Administrator and 
such notice and hearing as he shall specify, and to become effec- 
tive on approval of the Administrator. 


ARTICLE XI—MONOPOLIES 
No provision of this General Code, nor of any codes sup- 
plemental thereto, shall be so applied as to permit monopolies, or 
monopolistic practices, or to eliminate, oppress, or discriminate 
against small enterprises. 


ARTICLE XII—APPLICATION OF CODE 

Every wholesaler or distributor, except those who on the ef- 
fective date of this code are governed by any other code of fair 
competition under the administration of the National Recovery 
Administration or the Agricultural Adjustment Administration, 
shall be bound by all the provisions of this General Code and by 
all the provisions of each and every Supplemental Code ap- 
plicable to him, when such General Code and/or such Supple- 
mental Code or Codes shall have been approved by the Presi- 
dent, except those wholesalers or distributors, who within sixty 
(60) days after the effective date of this Code file with the Ad- 
ministrator applications for exemptions to this code or any 
portion thereof, which after due consideration by the Admin- 
istrator are sustained. 


ARTICLE XIII—EFFECTIVE DATE — 
This General Code and all codes supplemental thereto shall 
become effective on the 10th day after date. 





Supplemental Codes; Administration: For purposes 
of administration the trade is divided into separate 
commodity divisions including electrical supplies, 
radio, hardware, dry goods, jewelry, etc. Each 
commodity division shall be represented on the 
General Code Authority. Codes supplementary to 
this General Code shall be prepared by each com- 
modity division and a Divisional Code Authority 
created to administer each supplemental code. 
Every wholesaler shall be assessed his share of the 
cost of administration of the General Code Au- 
thority, also of the administration of the Divisional 
Code Authority of each commodity division in 
which he operates. 


Unfair Trade Practices which are prohibited include 
inaccurate advertising, false billing, inaccurate 
labelling, inaccurate references to competitors, 
threats of law suits, secret rebates, bribing employ- 
ees and interference with another’s contracts. 





Important Provisions of the General Wholesaling Code 


Also, no member of the trade shall require that 
the purchase or leasing of any goods shall be a pre- 
requisite to the purchase or, lease of any other goods. 
Wholesalers must afford protection to their re- 
tailers by refraining from selling at wholesale prices 
to ultimate consumers or from selling to industrial, 
commercial, civic and institutional customers mer- 
chandise for the personal use of their employees. 


Price Differentials: Where manufacturers sell to 
various Classes of buyers and where they fail to set 
up price differentials which adequately compensate 
each class of buyer for the functions which he per- 
forms, then a conference for the establishment of 
such adequate differentials may be arranged by the 
Code Authority. 

When fair price differentials are established in this 
manner it becomes an unfair trade practice for a 
wholesaler to purchase goods from a manufacturer 
who fails to provide such differentials. 
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ew Statler Publicity Promotes 
“Better Light—Better Sight” 


"Certified Guest Room Lighting" is theme of hotel chain's 
latest advertising. Lobby displays use Sight Meters to dem- 
onstrate how improved lighting adds to comfort of guests 


service which will appeal to the traveling public, 
the management of the Statler Hotels has lost no 
time in grasping the sales opportunity provided them 
by the “Better Light—Better Sight” campaign inaugu- 
rated last October by the electrical industry. 
First of all, experts surveyed the lighting in every 
guest room of the seven 


€ ONSTANTLY on the alert for improvements in 


“With hotels, generally, the lighting of guest rooms 
has been a rather small incident in their operation. Quite 
naturally (but without sound reasoning) many hotel men 
have been led to consider lighting as one of the bugaboos 
of waste. There has been a tendency to curtail unneces- 
sarily as far as lighting is concerned. This, however, has 
not been our policy. During the years we have endeav- 

ored to keep in step at all 





Statler hotels located in 
Boston, Buffalo, Cleveland, 
St. Louis and New York. 
Outlets, fixtures, shades and 
reflectors were changed 
where necessary and lamp 
wattages stepped up to pro- 
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vide ample light, as regis- 
tered on the sight meter, 
for reading normal print at 
center of room and over 
easy chair, for reading fine 
print at head of bed and at 
writing table, and for close 
visual work at bathroom 
mirror. 

With these changes made, 
a “Certified Lighting” cam- 
paign has been launched. 
Reproduced on this page is 
the first of a series of ad- 
vertisements now appearing 
in leading metropolitan 
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times with new lighting 

| practices and developments. 
We have always realized 
that good lighting in guest 
rooms is necessary not only 
for the comfort and con- 
venience of our guests, but 
also for their health, and 
to the ‘rounding out’ of a 
complete service for those 
who stay in our hotels. 

“To that end, we are con- 
stantly studying our guest 
room lighting, the location 
and number of outlets, the 
placement of lamps, the re- 
flectors and shades, the 
wattage and type lamps, so 
that our guests may have 
‘adequate lighting’ easily ac- 
cessible at the places re- 
quired. Guests who make 
our hotels ‘their home away 
from home’ appreciate this 






























© Every minute you're in s hotel regu your 
eyes are busy... except when you're sleeping. 
That means they're at the mercy of the lighting 
<- and what lighting your eyes have had to om 
dure om hotel guest rooms! 

Now the Statlers srt a mew hugh mandard of 
fers room slhumination — aad puarsnter 0 be 
ample acrording te mcemtifer measurrmemt Now 
your eves, slong with the rew of your body. fond. 
exery pros issn for trme comfort ya these hott, 
Our part ia hotel improvement has been that 
(of the originator ...the pioneer. The private hath 
ith every room the beck beeael realeng Lamp the 
merming meecpaper wader the door, Uree rake 
reception — these are a few of many comfort oa- 
teres the Statlers heave proneered. Furthermore 
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uttanding service features, ton ...mach as the 
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ta pwblee washenoms the remus al of swerharzes 
from artactes wokd at bobin coger stemds and ace e 
stands... the hamishonent of the hat-check tip at 
the entrance of our putblec restaurants. 

This originating... this pioneering ... is com- 
stantly going forward It gors fore ard im ones 








newspapers, also in the Sat- 
urday Evening Post and 
other magazines. A folder, 
“The Eyes Now Have It at 
Hotels Statler,” provides 
further information on the new “Certified Lighting.” 

Displays in the lobbies of the hotels utilize the sight 
meter and, with the aid of photographs, tell the com- 
plete story of “Certified” Guest Room Lighting. Cards 
in each room advise the guest that the illumination in 
that room has been checked with a sight meter at the 
five locations mentioned above, that it is certified as ade- 
quate, and that every room is checked periodically to 
keep its lighting ample. 

In commenting in Light on this “Certified Lighting” 
Campaign, Frank A. McKowne, president of the Hotels 
Statler Co., says: 
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The first of a series of advertisements telling how the 
Statlers are pioneering "Better Light—Better Sight" in the 
hotel guest room 


further evidence of our de- 
sire to insure their comfort. 
We believe, too, that such 
lighting of hotel guest rooms 
is good business. 

“Recently we have made further improvement in our 
guest room lighting. With the development of the ‘sight 
meter’ we are able to provide facilities whereby the guest 
may measure the adequacy of our lighting. We, too, can 
verify our statements concerning it are true. Thus we 
are able to ‘certify’ this lighting. 

“Having accomplished this, in accordance with our 
policy we tell the public about it. This is the reason for 
our ‘Certified Lighting’ campaign, which from its incep- 
tion has met with great favor, not only among those 
engaged in the electrical industry and in the utility field, 
but among the general public.” 














A Contractor States His 





Ideas 


J. R. Davidson, progressive electrical contractor-dealer of Port- 
land, Oregon, tells how, in his opinion, salesmen of electrical 
wholesalers can best cooperate with their contractor customers 


By HENRY W. YOUNG 


said J. R. Davidson, speaking of the electrical 

wholesalers’ salesmen. “But since it is evident 
that the keynote of the electrical tune for 1934 is going 
to be selling—and that means all of us, electrical con- 
tractors, dealers and wholesalers— 
there can be no harm in express- 
ing certain ideas that I have in 
relation to the wholesaler and his 
salesmen, and their ability to help 
me.” 

Before setting down Mr. David- 
son’s thoughts in detail, it should 
be stated that he has himself turned 
over a new leaf in merchandising. 
The Davidson Electric Co. of Port- 
land, Ore., is making a change in 
its methods of doing business so 
revolutionary in character as to be, 
in itself, of interest to wholesalers 
everywhere. 

In the past 15 years, Mr. David- 
son has had five different retail 
locations in Portland, ranging from 
poor to good. He had one store 
in an expensive location, with di- 
mensions 40 by 60 ft., in which he 
carried everything electrical, in ad- 
dition to a large line of hardware 
items. Invariably, the result was 
the same. The stores gave him a 
place from which to run his contracting business. Some- 
times they paid the overhead and sometimes they did 
not. But this was all that was expected of them. 

December 15, last, found him in an entirely different 
kind of a place, and if early results are indicative, a 
place where he will remain for many years. Mr. David- 
son’s new store is exactly 11 by 17 ft., and out of that 
comes about 50 sq. ft. for a tiny office and appliance 
repair shop. This place is located on the mezzanine floor 
of the new Portland Public Market. On an upper floor, 
reserved for tenants’ store rooms, he has another space 
in which to carry the bulky stock of wiring devices and 
supplies, for heavier repair work, and a place from which 
the wiremen can work out to the jobs. 

The full significance of this move cannot be grasped 
without just a further word as to the Market. This is 
said to be the largest retail market of its kind in the 
world. Completed and opened December 15th last, it 
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J. R. Davidson 


cost the city of Portland, helped by the R. F. C,, 
$1,325,000, while the tenants have spent several hundred 
thousand in equipment. The main room is 600 ft. long 
by 150 wide, on the average. Twenty miles of electrical 
wiring; 10 miles of refrigerator pipes; 2000 lighting 
fixtures; 300 R.L.M. reflectors; 
80,000 pieces of tile; 10 city blocks 
of farmers’ stalls ; 600 cars parked 
at one time on the second floor 
and roof. These are a few of the 
highlights to show that Portland 
goes to market in a large way. 

This was the place that David- 
son decided upon for his experi- 
ment in taking his place of busi- 
ness to the trade, if the trade 
would not come to him. He has 
the exclusive, only one electrical 
contractor-dealer being allowed to 
take space in the building. On the 
opening day, 75,000 people passed 
through. It is estimated that the 
daily average throughout the year 
will be 40,000 people. In one day 
the first week in the new store he 
sold more individual pieces of 
merchandise (lamps, table appli- 
ances, small wiring devices and 
other material) than he ever sold 
in one day in the largest store he 
had ever had. 

Add to the above store results the facts that he will 
get most of the electrical maintenance work of hundreds 
of other tenants; that there are several hundred farmers 
who have stalls there who are potential wiring prospects 
for work on their farms; that among the thousands who 
pass his place in a day there are many more potential 
wiring customers, and you have the answer to the revo- 
lutionary move that this contractor and dealer has made. 
Since he has put on a new, 1934 merchandising suit 
himself, let us go back now and see what further he 
has to say in relation to the wholesaler and his salesmen. 

“The province in which the wholesaler’s salesman can 
be most helpful to me,” said Mr. Davidson, “is in sell- 
ing better and more adequate wiring in connection with 
industrial plants and commercial buildings. In the past 
year or two, his main effort has been directed toward 
the selling of major appliances. This is natural, because 
that was about the only business obtainable in volume 
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and the only department of selling at which he 
could make any money. 

“But building is coming back now, and the 
keen salesman will begin to line it up, in Coopera- 
tion with his electrical contractor and the general 
building contractor, and see that the installations 
are adequate, not simply for now, but for the 
future. 

“In my estimation, he can do us and himself 
the most good by beginning to cultivate the archi- 
tect, the building contractor and the owner, if 
necessary, on every commercial building and in- 
dustrial job that comes up. He should make it 
his business to see that on every such job the 
proper number of outlets are provided. He should 
see that the conduit and copper are sufficient to 
provide for expansion that is bound to come in 
the almost immediate future. In other words, sell the 
schedule material and plenty of it, to those who are 
laying out such buildings. 

“The architect is glad to go over the plans with a 
wholesaler’s representative. So are the general contrac- 
tor and the owner if approached in the right way, and if 
the salesman has ideas. Many times they will listen to 
a salesman when they will not listen so well to the elec- 
trical contractor, whom they may surmise is only trying 
to boost the job in order to line his own pockets. 

“Take just one example to illustrate the point—a rubber 
mill. The owner said that he was going to use 100 h.p. in 
motors, and the conduit and wiring were laid out accord- 
ingly. But the owner was advised that the layout did 
not provide for future expansion. He was induced to 
put in four times the conduit and wiring capacity needed 
at the outset. Yet, within one year, the plant had ex- 
panded and was using every bit of this capacity. 

“Almost without exception, the successful business 
expands. That is one thing to keep in mind always. 
But a conduit will never expand and neither will a con- 
ductor. Therefore, in planning an installation for a 
customer who has a successful business, or going over 
plans already made, talk forever of expansion. In the 
first place, you compliment him and his business. In the 
next place, no matter how ‘expansive’ you may get, nine 
times out of 10, time will prove that even then you were 
too conservative. 

“If the wholesaler’s salesman would act in the same 
capacity in connection with industrial and commercial 
wiring jobs as the power company’s illuminating 
engineer acts on that kind of work for his com- 
pany, the situation would be ideal. You say that 
the average salesman cannot be expected to act 
as a consulting engineer and know all those things. 
Perhaps not, 100 per cent. But all of us can im- 
prove ourselves in many directions and profit by it. 
You asked, didn’t you, for ways in which the 
wholesaler’s salesman can expand with this new 
selling age? All right, I am merely pointing out 
one way I believe to be most essential. 

“In making the above statements to a publi- 
cation which is read by wholesalers, I realize that 
I lay myself wide open to a come-back on the 
part of the wholesaler. He will tell me what I 
already know, that the wholesaler’s margin is 
not sufficient to permit his men to do this sort 
of missionary work. Furthermore, that it is the 
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The Portland Public Market where daily traffic averages 40,000 persons. 


Mr. Davidson's store is located on the mezzanine 


job of the manufacturer’s representative to do it, instead 
of spending his time running around trying to sell the 
distributor. The wholesaler will say, also, that it is 
my business as a contractor to do it. 

“But you are asking me for my version, so I am 
repeating that the wholesaler’s salesman can do most 
to help me by lending his aid in assisting to build 
up to future adequacy the commercial and industrial 
wiring jobs that come along. That will help to make 
money for both of us. 

“IT know the wholesaler’s salesman, and I can tie in 
with him better than with anyone else. When I find 
one who will work with me to build up those jobs, you 
cannot pry me loose from him. 

“Regardless of margins and other considerations, there 
must be some way to work it out. Perhaps the indi- 
vidual salesman will see the benefits and crowd in some 
extra time some way, with owners, architects and general 
contractors. Perhaps the wholesalers will definitely 
assign certain men to spend part of their time in this 
way. Perhaps some of them will even employ a spe- 
cialist to do nothing but this sort of work. With busi- 
ness on the up-trend, I feel sure that ways and means 
will be found to expand this department of the whole- 
saler’s activities, and those who do break trail in this 
direction can have my cooperation and my business.” 

These thoughts, as expressed by Mr. Davidson, are 
based on many years of close contact with electrical 
wholesalers. They come from a man who is an experi- 
enced merchandiser, as well as a capable contractor. 





The I! by 17 ft. Davidson store and contracting office in the Portland 


Public Market. J. R. Davidson, Jr., is behind the counter 
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The New Stewart Warner 


New Stewart Warner Line 
Features Rolling Shelves 

Conservative, yet modern cabinets 
met the gaze of Stewart Warner dis- 
tributors when the much-heralded 
1934 line was unveiled in Chicago last 
month. A new style, feather-touch 
door latch (which can be locked to 
avoid accidental tripping), self-open- 
ing hinges and automatic control of 
the interior illumination were the 
next refinements to be disclosed. All 
hardware is chrome plated. Cold con- 
trol is mounted on a chrome plated 
panel. Automatic return to normal 
freezing position is provided for both 
defrosting and fast freezing. Fast 
freezing compartment is equipped with 
three McCord flexible metal ice trays. 
Slow freeze trays have heavy alum- 
inum handles. The door to the freez- 
ing compartment can be mounted to 
swing either right or left. Glass de- 
frost tray is suspended below chilling 
unit. 

Shelves slide between rollers. The 
heavier they are loaded, the easier 
they slide. They can be pulled half 
way out, or a catch can be tripped, 
and they can be entirely removed. 
Knurled nuts permit height of shelves 
to be adjusted without removal from 
the cabinet. 

There are six models in the line, 
three standard and three de luxe, 
also a special Monel metal cabinet. 
De luxe cabinets are procelain, stand- 
ard cabinets ‘“Porceloid” lacquer 
enamel. Sizes range from 4.5 to 8.0 
| Fa 6 a 
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Refrigerator Season is 


Streamlined cabinets, added conveniences 
feature 1934 Models 


Crosley Tri-Shelvador Provides 
Added Storage Space 


Stream line beauty, exclusive new 
refinements and outstanding value 
feature the new Tri-Shelvador mod- 
els displayed at the annual sales con- 
vention of the Crosley Radio Corp., 
in Cincinnati last month. 

The uniqueness of the new line lies 
in the added convenience and storage 
capacity provided by the Shelvatray, 
the Shelvabasket and the Storabin— 
all exclusive new Crosley develop- 
ments. The Shelvatray is a conve- 
nient shelf-tray which may be low- 
ered when sthe refrigerator door is 
opened, filled with various articles of 
food the housewife wishes to remove 
and carried on the tray from the re- 
frigerator. This feature will save 
many trips to the refrigerator as well 
as materially reducing the cost of op- 
eration as a minimum of chilled air 
will be lost through continuous open- 
ing and closing of the door. 

The Shelvabasket for non-perish- 
ables is a handy open metal grill con- 
tainer attached to the lower portion 
of the door. With the door closed, 
the Shelvabasket is out of sight and 
out of the way beneath the insulated 
refrigerator chamber proper. Here, 
too, is found the Storabin, a roomy 
space ‘with two compartments for 
non-perishable vegetables and _ the 
like. 

To provide the additional space re- 











Kelvinator's Food Filing’ System 


quired for these features the cabinet 
has been built down to the floor and 
the door has been extended to reach 
virtually from the top of the refrig- 
erator to the floor. 


New "Food Filing" System Intro- 
duced By Kelvinator 


Chief among the many advance- 
ments which distinguish the new Kel- 
vinators is the new “food filing” 
system incorporated in all models of 
the de luxe line. This improvement 
consists of three entirely separate re- 
frigerated drawer-like compartments 
suspended from the lower shelf in 
the food compartment. Dairy foods, 
vegetables and leftovers are thus pro- 
vided with classified and instantly ac- 
cessible storage space. 


The vegetable compartment is an 
improved adaptation of the Kelvin 
crisper where a cold moist atmos- 
phere is maintained for the crisp 
storage of leafy vegetables and 
greens. The dairy section provides 
storage space for butter, eggs and 
cheese. It has a special rack where 
eggs may be stored without danger 
of rolling or breakage. The third 
“file’ compartment of this section 
consists of three covered containers 
for the storage of leftovers. 


Another important feature of the 
lower priced 1934 Kelvinator models 
is the “five purpose control,” consist- 
ing of two toggle switches and a tem- 
perature selector knob. These pro- 
vide start and stop overload protec- 
tion, 12 distinct freezing speeds, a 
vacation minimum operation setting, 
fast freezing and automatic return 
from defrosting. 

Other features of the new line are 
balloon type door gaskets, rubber 
shelf supports, one piece food cham- 
bers, porcelain covered cooling units, 
high side float control, greater ice 
freezing capacities, new finger tip 
latch, dairy basket, hinged shelf, re- 
frigerated storage shelf, rearranging 
shelf, improved hardware and many 
additional refinements. 
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Off to an Early Start 


Another record breaking year predicted 


by manufacturers’ sales executives 


Unusual Opportunities This Year 

R. I. Petrie, sales manager, Kel- 
vinator Corp., states that: “Kelvina- 
tor Corp. has made its plans for 1934 
in the conviction that this year will 
prove to be a record one for the elec- 
tric refrigeration industry. Our own 
distributors and dealers are sharing 
this optimism and are cooperating 
fully in our program to take advant- 
age of the unusual opportunities the 
year holds. 

“In fact the electric refrigeration 
industry, as I see it, faces the bright- 
est spot in its history. There no 
longer is any doubt but that the elec- 
tric refrigerator has won for itself 
recognition as a necessity and selling 
in this field is becoming more of a 
matter of convincing people that a 
particular refrigerator is the one they 
have been wanting. Proper recogni- 
tion of this state of affairs should 
lead to greater sales in 1934. 

“This year has seen a remarkable 
improvement in virtually all the prod- 
ucts developed by the industry. The 
new Kelvinator line for 1934 contains 
what I believe to be the best and most 
complete group of domestic refriger- 
ators ever developed. New conveni- 
ence features, added structural ad- 
vantages and new mechanical im- 
provements combine to produce the 
highest achievement in quality, value 
and performance ever offered. The 
entire industry, through a program of 
product improvement and aggressive 
merchandising methods, stands an ex- 
cellent chance to make 1934 its 
really great year.” 


Service, or Rearrangement, Tray 
Is New Leonard Feature 


Vacation temperature, “Easy 
Cube” and Rearrangement Trays dis- 
tinguish the Leonard line for 1934. 
The 11 new models reveal style, 
modern lines; a lavish array of fea- 
tures and accessories, created for the 
greater convenience of the housewife, 
and refinements in hardware, shelves 
and mechanism. Graceful curves sup- 
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plant the former almost square cor- 
ners. At the top, the refrigerator 
walls round over into a flat service 
top. Legs are now integral parts of 
the side walls, adding to the strength 
of the cabinet. In the front and back, 
as well as on either side, the cabinet 
arches gracefully from leg to leg. 


The Len-A-Dor, foot pedal ar- 
rangement which opens the door 
when toe pressure is applied, has 
been redesigned. The cooling unit is 
hung in the exact center. This cre- 
ates more bottle room, and makes for 
more flexible space all around. 


The Chill-om-eter has 12 freezing 
speeds. In addition, there is a posi- 
tion marked “Vacation” temperature. 
Automatic quick freezing and auto- 
matic defrosting are also provided. 


Other features include: refriger- 
ated shelf; a rubber tray of new de- 
sign, termed the “Easy Cube,” the 
“Cold Chest” utility double-depth 
tray with cover; ice tray lifter; glass 
defrosting tray with deeply ribbed 
bottom and folding shelves next to 
the cooling unit, and the Leonard 
“Dairy Basket.” 

An entirely new feature is the 
Service, or Rearrangement Tray, 
which fits below the bottom shelf. It 
can be partly drawn out and used in 
the rearrangement of the contents of 
the refrigerator, thus saving steps to 
and from the nearest table and “‘dish- 


juggling.” 





Leonard's "Rearrangement" Tray 








The Crosley Tri-Shelvador 


Selling Should Start Now 


H. W. Burritt, vice-president in 
charge of sales, Leonard Refrigerator 
Co. stresses the necessity for an early 
start this year. He says: 

“What does 1934 hold in store for 
the electric refrigerator wholesaler 
and retailer ? 

“Tt is my opinion that electric re- 
frigerator distributors and dealers 
may lay plans for 1934 with a feeling 
of security. The economic forces 
which are at work will furnish a 
foundation for an increase in sales. 

“If we do not build for ourselves 
an even greater success than we en- 
joyed during 1933, the reason will 
certainly lie in our own failure to take 
advantage of the opportunities that 
are before us. In this connection let 
me say that I regard TIME as of the 
utmost importance. In 1934, more 
than ever before, an early start will 
determine the degree of success at- 
tained. There are always certain pro- 
visions to be made in advance of the 
actual heavy delivery season. Stock 
must be secured and attractively dis- 
played; retail selling forces must be 
recruited and trained. Plans must be 
formed and made ready for applica- 
tion. Prospect lists must be built. 
The public must be sold long before 
they take delivery on their refriger- 
ators. This means the start of the 
selling activity far in advance of the 
so-called ‘heavy selling season.’ 

“All of these things take time. 

“In the past, I fear that we have 
all too often postponed the undertak- 
ing of these activities far too long. If 
we get an early start this year, I have 
no anxieties nor doubts as to what 
1934 will bring to our industry.” 
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Men You Should Know 


DAVID M. TRILLING 


Senior Partner, Trilling & Montague 


Philadelphia 


E was a rather frail young man, 
H this chap who applied at the 
Navy Recruiting Station. The 
doctor who examined him declared 
that though he was not strong, exer- 
cise and good plain food would trans- 
form him into a husky two-fisted tar. 
Previous to that time he had left 
school and spent two and one-half 
years working nights as a mechanic. 
To continue in this work, he realized, 
would do irreparable damage to his 
health. True, he may have had in 
his make-up some of the old lure of 
adventure that has called men to the 
seas since Vikings roamed the briny 
in open boats, but there was also the 
practical realization that a sound 
physique was an important requisite 
to success in any line. 

Assigned to the Brooklyn Navy 
Yard, Mr. Trilling took a course in 
radio. By hard study he was able to 
jump a grade to second class electri- 
cian and before the end of his first 
enlistment he was made a chief radio 
electrician, which is an unusual honor 
for one in his first enlistment. 

When the enlistment period had 
been served in 1914, he was deter- 
mined to go back into civilian life. 
However, after seriously considering 
several factors, one of which was the 
need of his father for immediate 
money with which to continue his 
business, he re-enlisted. 

Then came the World War and 
because of his thorough knowledge 
of radio, Mr. Trilling was assigned 
as an instructor in radio at Harvard 
University where students were train- 
ing for active service. The experi- 
ence gained here stimulated his nat- 
ural ability as a teacher. He analyzed 
problems, considered the best an- 
Swers and the best manner of pre- 
senting them. 

This experience in teaching has 
been invaluable in working out mer- 
chandising plans and showing the 
dealer how to increase business on 
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° A Student of 


the lines he sells. In- 
variably, there is some- 
thing new being planned 
for the trade. One re- 
cent campaign was 
based on an offer to 
supply a bountiful stock 
of groceries free with 
every refrigerator sold. 
When the novelty has 
worn off from one plan, 
Mr. Trilling always has 
another ready to renew 
the fire of enthusiasm 
in his men and dealers. 

“Hot After Cold 
Business” is the slogan 
of his firm and since 
adding refrigerators to their line of 
radios, less than four years ago, this 
firm has become one of the leading 
distributors of electric refrigeration 
in the East. 

But, let’s get back to the story of 
our seafaring merchandiser. On 
leaving the Navy after eight years of 
service, Mr. Trilling took a position 
with a Philadelphia electrical whole- 
saler, and started a radio department 
for him. He remained with this firm 
for one year and then, with Harry 
Montague, organized the firm of 
Trilling and Montague. 

The partnership was almost ideal 
since Mr. Montague possessed con- 
siderable experience in the merchan- 
dising of automotive accessories, also 
a wide acquaintance among local 
dealers. Mr. Trilling, on the other 
hand, was an authority on radio, and 
moreover had many friends in the 
business due to his experience with 
an electrical supply house. 


N the new venture Mr. Trilling 

devoted most of his time, as he 
does now, to buying and to the work- 
ing out of merchandising plans, 
while Mr. Montague supervises sales. 

At the start both men _ invested 
$1500 in the new firm and opened a 


Merchandising 


Mr. Trilling is a teacher and analyzer. 
In former years he instructed Navy men 
in the study of radio. Now he instructs 
dealers in better merchandising meth- 
ods and is the author of many booklets 
and magazine articles dealing with the 
practical solution of dealers’ problems 


place of business at 44 North 7th St., 
on the second floor in the rear of a 
loft building. Due to manufactur- 
ers’ connections the firm had no 
trouble in getting the lines they 
wanted on credit, with a reasonable 
cash down payment. 


HE business grew by leaps and 

bounds and the original rented 
space was suitable for their needs 
only two months. Then they ex- 
panded taking over the entire floor 
of the loft. The firm did a volume of 
$800,000 in business the first year. 
Later they moved to 47 North 7th 
Street, and then to their present 
location which contains 15,000 square 
feet of floor space. 

The Trilling & Montague firm 
distributes Norge refrigerators, Ze- 
nith radios and ABC oil burners. 
“Dave” Trilling’s latest effort-re- 
warding plan for his dealers and 
their salesmen was successfully con- 
cluded last month when 107 repre- 
sentatives of the Trilling & Mon- 
tague dealer organization returned 
from a New Year’s cruise to Ber- 
muda on the United States liner 
Manhattan. 

The party comprised winners in 
the “Trilmont New Year’s Cruise 
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Contest” 


on Norge refrigerators, 
conducted from October 16 to De- 
cember 23, 1933. 

“The participants in this cruise 
are the winning dealers and salesmen 
in an outstanding contest,” said Mr. 
Trilling upon his return, “The loyal 
cooperation of our dealers and their 
salesmen throughout this territory 
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DAVID M. TRILLING 


has resulted in the sale of more than 
two million dollars worth of our 
products in the past year, and, in 
turn, we have endeavored to extend 
to them the cooperation, the stimulus 
and the help that their work has 
merited. 

“The success of our sales policy 
this past year, which has increased 
our refrigeration sales over any 
previous year, proves conclusively to 
us that aggressive sales policies can 
and will still produce a large volume 
of business. 

“This is particularly gratifying in 
view of the fact that it requires the 
labor of approximately 22 men for 


one day to produce an electric re- 
frigerator. On an output of more 
than one million units the past year, 
this one item of the industry has, 
therefore, contributed in excess of 
22 million man days of gainful em- 
ployment toward the national recov- 
ery program.” 

Immediately upon his return to 
Philadelphia from Bermuda, Mr. 
Trilling hastened to New York for 
an RWA Code meeting. He has for 
many years been an active sup- 
porter of the Radio Wholesalers As- 
sociation, taking a prominent part in 
the committee work and also serving 
as a director of this organization. 
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We Believe That— 


The Electrical Wholesaler Can Best 
Contribute to National Recovery 
Through 


Creative Selling 


Capable Management 
Coordinated Industry Effort 











A Million Room 
Market 


HE story of how the Statler Hotels are pioneer- 
ing “Better Light—Better Sight” in the hotel 
room through their “Certified Lighting” campaign, 
provides salesmen of electrical wholesalers with a new 
and strong approach to the hotels in their own cities. 


A powerful national advertising campaign is telling 
the American public what constitutes adequate light- 
ing in the hotel guest room. This Statler publicity is 
rapidly making the traveling public hotel-lighting con- 
scious. Hotel managers, who fail to provide adequate 
illumination in their own hostelries, will not only invite 
complaints, they will lose patronage. 

In the United States there are about 8,500 hotels 
of 50 rooms and over. These hotels contain approxi- 
mately one million guest rooms. In the great majority 
of these rooms, including those in many of the so- 
called first class hotels, inadequate lighting is a con- 
stant source of discomfort to the guest. Light sources 























are either too glaring or too dingy, and they are often 
located in the wrong place. Hotel rooms whose illu- 
mination is up to the Statler standard of adequacy are 
rare exceptions. 

The wholesaler’s salesman who provides himself 
with a sight meter, selects a few local hotels where 
the lighting is bad, tells them the Statler story, makes 
a careful survey of their guest rooms and submits 
recommendations for adequate lighting for each room 
—this salesman is going to create for himself some 
real orders, not only for lamps, but also for new fix- 
tures and for the wiring materials necessary for re- 
locating old outlets and adding new outlets. Here is 
an exceptional opportunity for planned and creative 
selling. 


Needless 


Turmoil 


S we reported last month, the Inside Construction 
Materials Committee of NEWA, at its December 
meeting, unanimously recommended that wiring device 
manufacturers adopt a three step discount schedule 
based upon the monetary value of orders rather than 
upon the quantity ordered. 

At their January meeting, members of the Chicago 
Electrical Wholesalers Association unanimously voted 
to recommend to the wiring device manufacturers that 
their suggested resale schedules be based upon less 
than carton, carton and standard package quantities 
rather than upon monetary value. 

The manufacturers must be confused, to say the 
least, by these two recommendations that are so 
diametrically opposed. 

It is our belief that all NEWA committees should 
reflect the wholesalers’ national viewpoint.* In looking 
over the personnel of the Inside Construction Materials 
Committee, we note that it is composed of exceptionally 
capable and experienced wholesalers. We further note 
that it is a regional, rather than a national committee. 
Its members are all located in or between Boston, New 
York and Philadelphia. Our conception of a national 
association committee is one capable of functioning as 
a clearing house for wholesaler opinion from all sec- 
tions of the country. Otherwise, how can it be ex- 
pected to adequately represent the entire electrical 
wholesaling industry in its negotiations with manufac- 
turers? 

We already have local independent associations of 
electrical wholesalers set up in at least half a dozen 
cities. We find these groups in the east, the middle 
west and on the Pacific Coast. They are functioning 
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as local clearing houses of wholesaler opinion in their 
own trade areas. Their membership includes many 
houses which are also members of NEWA. 

Why not, then, appoint to each national commodity 
committee NEWA members who are also active in 
these local associations? True, the size of each com- 
mittee would probably be doubled. Also the traveling 
and hotel expenses incident to each committee meeting 
would be considerably increased. 

This added expense, we believe, would be more than 
justified. Each member would come to his committee 
meeting prepared to voice the prevailing sentiment of 
the wholesalers in his community. The entire commit- 
tee would then reflect the composite national opinion 
of the industry. It would be a national committee in 
the true sense of the word. 


A Real 
Policy 


HILE many manufacturers claim to maintain a 

policy of selling only to wholesalers, exceptions 
—especially in the case of individual sales to persons 
having close business relations with the manufacturer— 
are by no means unusual. 


For this reason we were deeply impressed when the 
president of an advertising agency told us that one of 
his own clients, an appliance manufacturer, had abso- 
lutely refused to sell him a food mixer for his own 
personal use and had referred him to a local dealer. 
Here is a manufacturer who is giving his wholesalers 
100 per cent protection. He has a real wholesaler 
policy. 


On the 
Carpet 


ANUFACTURERS of Christmas Tree Light- 

ing Outfits were on the carpet before mem- 
bers of the Chicago Electrical Wholesalers’ Associa- 
tion last month. They frankly admitted that, during 
the past season, they had sold to retail chains at prices 
lower than those extended to the wholesaler. News 
of this policy, it appeared, had spread rapidly through- 
out the trade, nationally. As a result many whole- 
salers, individually, had deducted from their invoices 
the amount necessary to bring the price paid by them 
for Christmas Tree Outfits down to the price extended 
to the chain stores by the manufacturers. 


According to wholesalers present at the Chicago 
meeting, one manufacturer at least, freely admitted all 
accusations, but pleaded for leniency from his jury of 
wholesalers, stating that if the demands of the whole- 
salers for chain store prices were allowed, his com- 
pany would be faced with serious financial problems. 

Because, as one wholesaler expressed it, “I guess 
we are all human, after all’”—members of the board 
of governors of the Chicago Association have recom- 
mended to the individual wholesalers that they take 
into consideration the fact that their demands, while 
entirely justified, would cause the manufacturers 
serious financial embarrassment, and that they seek, 
individually, to effect compromises. Nevertheless, 
some wholesalers, we understand, remain adamant and 
are insisting upon the full amount of their claims. 


This Chicago meeting is another instance which 
proves the value of local associations of independent 
electrical wholesalers, geared for quick action and 
entirely concerned with the best interests of the whole- 
saler. These associations, because they are local and 
independent, can accomplish many things which 
NEWA, because it is national, cannot accomplish. 

Such local groups are now functioning in New York, 
New Jersey, Philadelphia, Boston, Chicago and Seattle. 
There is an immediate need for the organization of 
similar associations of independent wholesalers in 
Los Angeles, San Francisco, Baltimore, Kansas City, 
St. Louis, Milwaukee, Cleveland, Pittsburgh, and other 
principal cities. 


A Profitable 
Alliance 


) ee success of the Westinghouse-Kroger Cooking 
Schools indicates the value of the grocer as an ally 
of the appliance dealer. Such an alliance is a logical 
one. The grocer has fewer complaints if the food which 
he sells is properly prepared, preserved and cooked. He 
wants his customers to use electric food mixers, refriger- 
ators and ranges. And he provides what the appliance 
dealer sorely lacks—heavy store traffic and daily con- 
tacts with appliance prospects. Jointly sponsored 
cooking schools and appliance displays on the grocer’s 
floor have both proved extremely economical methods 
of securing live leads for the appliance dealer. Where 
the individual dealer may have difficulty in making 
such arrangements, the distributor can often effect a 
close tie-in between a selected group of grocers and 
his own dealers. 
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Powell—V alentine—Holiday 
are National Champions 


Win Grand Prizes in “ Victory in °33” Sales Contests 
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John E. Powell 


_R. J. Valentine 





Howard Holiday 


John E. Powell, Graybar Electric Co., St. Louis, 
Awarded First Grand Prize of $100 


Back in 1917, John Powell left the 
University of Michigan in his senior 
year and joined the navy. He selected 
naval aviation, rose to the rank of en- 
sign, and was made an instructor at 
Pensacola. When the marine corps 
called for volunteers to form a marine 
aviation unit, Powell responded and 
saw active service overseas. 

The war over, Powell visited his 
brother Charles, who was then with the 
Western Electric Co. at Omaha and is 


now Graybar manager at Louisville. 
John decided to follow his brother’s 
footsteps and enter the wholesale field. 
He landed a job with Western Electric’s 
St. Louis house (now Graybar) and 
there he has been ever since. 

Powell sells principally to contrac- 
tors, follows up all large jobs and keeps 
plugging. He has made a host of 
friends in St. Louis and believes that 
friendship counts for a lot when it 
comes to getting business. 


F. J. Valentine, H. Poll Electric Co., Toledo, 
Wins Second Grand Prize of $60 


“IT have enjoyed my connection with 
The H. Poll Electric Co. here in this 
territory since November 1, 1930, and 
during this time have developed my ter- 
ritory as well as a host of friends in 
the buying field. The cooperation I 
receive is excellent and this item alone 
helped me to finish in the prize money 
in the “Victory in ’33” campaign. I 
am sure the campaign was a success 
and profitable to all who took part, espe- 
cially the manufacturers who advertise 
in Electrical Wholesaling. 


“My answer to how I succeeded in 
finishing in the prize money is very 
simple. A lot of hard work, honest 
dealings and concentration on items in 
demand by the trade are entirely re- 
sponsible. 

“T assure you there is no secret to 
landing nice orders today. A salesman 
who represents a good house with good 
lines should have little trouble in get- 
ting good volume on profitable items. 
The business is there for the boys who 
go out after it.” 


Howard Holiday, F. D. Lawrence Electric Co., Cincinnati, 
Receives Third Grand Prize of $40 


Howard Holiday has been with The 
F. D. Lawrence Electric Co., Cincin- 
nati, for approximately 13 years, work- 
ing in various capacities in the sales 
department since his graduation in 
1921. About five years ago he was as- 
signed to the territory east of Cincin- 
nati. 

Holiday likes to sell, considers the 
firm he works for the best in the busi- 
ness and feels that nothing can stop a 
man from doing a good job of selling 


when he knows his firm is behind him. 
He believes that his success in the 
“Victory in ’33” contests was due to the 
fact that he makes regular and consis- 
tent calls and carries samples—lot’s of 
them. Holiday is a firm believer in 
the use of manufacturer’s sales helps. 
Also, before calling on his customers 
and prospects, whether they be dealer, 
contractor, industrial or central station, 
he is sure that he has something defi- 
nite in mind to talk to them about. 
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VICTORY in '33 
‘Blectrical Wholesaling’s Nation-Wide 


Sales Drive to Stimulate Recovery 














December Prize Winners 


$10.00 Prizes 


Leo Sanford ' _.................... Standard Electric Supply Co., Milwaukee, Wis. 
Arthur H. Youngquist ( cecq teen Sala Se A Graybar Electric Co., Washington, D. C. 
R.R. Dewees... ee Eee pre Carnes Pm Westinghouse Electric Supply Co., Philadelphia, Pa. 
James D. Scanlon ss fale ENA S. Sise W. T. McCullough Electric Co., Pittsburgh, Pa. 
John E. Powell... dd winstolseiaialahe Teatlay lite Bi calias Se EG Graybar Electric Co., St. Louis, Mo. 
Edward Dritschel __. ee PEL See Ome RLS OY Baitinger Electric Co., New York City 
A. J. Schafhirt. Sc SPN. Westinghouse Electric Supply Co., Washington, D. C. 
Joseph S. Korn... Shinn teetnndaal let ceggeae Williamsburg Electric Supply Corp., Brooklyn, N. Y. 
T. J. Whalen. Mcgee Ba ge A I IE “aah ReQua Electrical Supply Co., Rochester, N. Y. 
Paul Schimmel ARG sina meaeladidinell Royal Electric Supply Co., Philadelphia, Pa. 
J. Emmett House... aiphch a hcebiiadichabsleeenens Graybar Electric Co., San Antonio, Tex. 
te 50S 1S... ccapcteanannotnell Moore Electric Supply Co., San Francisco, Calif. 
Ben Golden... sitileenseedota nsesoesSiiastsineeanenireaas Eastern Electrical Supply Co., Newark, N. J. 
I rs NE noses eda cccinsee nee Wetmore-Savage Electric Supply Co., Providence, R. I. 


$5.00 Prizes 


OE EAE OLR CP Allen Electric Co., Cleveland, Ohio 
Ce ee _.......California Wholesale Electric Co., Los Angeles, Calif. 
Al Selneck __... delaicelattg kita bieialantiiarniaps nile anaes Baitinger Electric Co., New York City 
George el Si TES READ EE i NE ae 2 tot Commercial Electric Co., Toledo, Ohio 
Ras GS ot a Royal Electric Supply Co., Philadelphia, Pa. 
Charles Hummel ................ souls nbpsiectiitaiceickteam aed sania tinelaa eae Baitinger Electric Co., New York City 
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Latest Code Developments 





The Status of the Codes 


GENERAL WHOLESALING CoDE—Ap- 
proved January 12. Became effective 
January 22. 

ELECTRICAL WHOLESALING SUPPLE- 
MENTAL CopE—Public hearing held 
January 10. Not yet approved. 

Rap1i0o WHOLESALING SUPPLEMENTAL 
Cop—E—Waiting assignment for public 
hearing. 

ELECTRICAL MANUFACTURING CopDE— 
Hearing on proposed revisions, held on 
January 11, to be continued on Feb- 
ruary 8. 

REFRIGERATOR MANUFACTURING SUP- 
PLEMENTAL CopE—Public hearing held 
on January 29, Not yet approved. 

LIGHTING EQUIPMENT MANUFACTUR- 
InG—Public hearing held on January 
26. Not yet approved. (This code does 
not cover reflectors or portable lamps 
and shades which are included under 
the NEMA Code.) 


ELECTRICAL CONTRACTING — Public 
hearing held on January 22. Not yet 
approved. 


v 


Refrigerator Code Covers 
Advertising, Warranty, Terms 


The public hearing on the proposed 
supplemental Code for the Refrigerator 
Division of the Electrical Industry was 
held in Washington on January 29. 


Sponsored by the refrigeration sec- 
tion of NEMA, this Code would pro- 
hibit misleading and negative advertis- 
ing, also advertising which creates an 
impression that various refrigerants are 
hazardous. 


Restrictions are proposed on trade-in 
allowances and charges for replacement 
units. Manufacturer’s warranty must 
not exceed one year. Terms of pay- 
ment, interest and carrying charges are 
also specified. 


v 


RMA Supports Supplemental 
Code for Radio Wholesalers 


By joint action of the radio industry, 
both manufacturers and distributors, at 
a meeting of the RMA Board of Direc- 
tors January 11, in New York, a far 
reaching step for a national clean-up 
and wide improvements in radio mer- 
chandising practices was taken. 

On motion of Captain William Sparks 
of Jackson, Mich., seconded by W. S. 
Symington of New York, chairman of 
a special RMA committee cooperating 


with the Radio Wholesalers Associa- 
tion, and by unanimous vote of the 
RMA Board, the manufacturers’ nation- 
al organization was pledged to support 
action in behalf of an ethical code for 
distribution of radio. It was decided 
to have the RMA represented at the 
hearing on the RWA code when held 
at Washington and to urge the adop- 
tion of proper trade practices in whole- 
saling and retailing. The RMA Board 
also will ask members to recommend 
that their distributors become members 
of the Radio Wholesalers Association 
and aid in organization of local munici- 
pal radio trade bodies, to secure as wide 
national support of radio interests as 
possible for the code of merchandising 
practices. 


v 


Sales to Public Hospitals Given 
NRA Exemption 


In order to relieve public hospitals of 
the burden of increased prices for ma- 
terials and supplies which might result 
from the operation of industrial codes, 
an order has been issued by the NRA, 
effective February 2, providing that in- 
dustries may disregard code regulations 
in sales to hospitals which are supported 
by public subscription and not operated 
for profit. 


v 


Contractors’ Code Would Pre- 
vent Financing by Suppliers 


Leaving hours and wages to be deter- 
mined by regional action, the proposed 
Code for the Electrical Contracting 
Industry, sponsored by the National 
Electrical Contractors’ Association, was 
given a public hearing in Washington 
on January 22. 

Electrical contractors are defined as 
those properly qualified through tech- 
nical training and/or experience, who 
have an established place of business, 
maintain proper books and records and 
are financially capable. Selling labor, 
materials and/or services below cost is 
prohibited and overhead expense of not 
less than 15 per cent must be included 
as an element of cost. Uniform cost 
accounting is prescribed. 

“Bid peddling,” “bid shopping” and 
secret rebates are prohibited. All bids 
in excess of $250 shall be filed with the 
Local Administrative Committee which 
will tabulate all bids and send copies 
of such tabulation to all bidders to- 





4 


gether with details of the contract 


award. 


Contractors must finance their own 
payrolls and accounts payable without 
assistance from owners, builders or sup- 
pliers of electrical materials. Where a 
firm conducts both a contracting and 
wholesaling business, its contracting ac- 
tivities must be conducted in a separate 
manner with separate records, 


v 


Felhaber Named on Wholesaling 
Code Authority 
Assistant Deputy Administrator F. C. 
Felhaber has been named as an NRA 
member of the Code authority for the 
Wholesaling or Distributing Trade, to 
serve six months or until a successor is 
appointed. Mr. Felhaber assisted in the 
preparation of the Wholesaling Code. 


v 


Proposed Fixture Code Sets Date 
for Announcing New Lines 
The Artistic Lighting Equipment As- 
sociation, claiming to represent 78 per 
cent of the industry, sponsored the 
Lighting Equipment Code which came 
up for public hearing in Washington 
on January 26. This code is supple- 
mentary to that of the Fabricated Metal 
Products Manufacturing and Metal Fin- 
ishing and Metal Coating Industry. 


Trade Practice sections provide for 
uniform cost accounting and for the 
filing of price lists and discount sheets 
under the so-called Open Price Plan. 
These provisions are similar to those 
contained in the Electrical Manufactur- 
ing Code. 

Other provisions include uniform 
sales plans, the filing of all information 
on current lines not later than February 
15 of each year, no shipments of either 
samples or stock on approval or con- 
signment and no sample or trial instal- 
lations without reimbursement for all 
costs involved. Lump sum bidding and 
“bid peddling” are prohibited. 


v 


Eiseman Protests Lamp Renewals 
at Utility Code Hearing 


The public hearing on the proposed 
Code for the Electric Light and Power 
Industry was held in Washington on 
January 11. Fred R. Eiseman, Revere 
Electric Co., Chicago, as president of 
the Chicago Electrical Wholesalers As- 
sociation, attended the hearing and 
called upon the Deputy Administrator 
to provide for the elimination of free 
lamp renewals as an unfair trade prac- 
tice. 

Mr. Eiseman contended that lamp re- 
newals created a monopoly and were 
unlawful under the Recovery Act. * 
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A BLESSED EVENT. / 


( That even Walter never suspected ) 











METER SERVICE | 
SWITCHES 


The reception accorded the few 
Service Equipment items and 
Meter Testing Devices, so far 
placed on the market, has been 
so encouraging that BULL DOG 
has decided to branch out more 
extensively in this field. 


Accordingly we are now in posi- 
tion to offer Jobbers a more 
complete line of Service Equip- 





4 Circuit Fuse Cabinet 








ment including Accessible Main Combined with 30 Amp. 
eter es witch. 
Fuse, Meter Test and Non Meter 
New Sequence Type Meter 
Test Cabinet with Combined Test types. 


Service Switch, Range Switch 

and Lighting Cabinet. This will enable our Jobbers to 
concentrate on one line and thus 
simplify their sales and purchas- 
ing problems with consequent 
increase of Profit. 


Your local BULL DOG 
representative will tell 
you all about it. 





LR 





WL De ove nant 


Closed view showing Interlocked Sf 
Fuse Compartment 60 Amp. BuLLDOG ELEE€ '. - RODUCTS Co. Switch- Meter- Fuse Sequence 


Accessible Fuse Type Meter showing Switch in "Off" posi- 
Switch. DETROIT MICH. U.S.A. tion and Fuses accessible. 
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ELECTRUNITE. 


ELMAR SES ATE LE SNORE IE LOE EERE ME EE IE AED BE eb O88 


Saate today are face to face with the task of turning 


contracts awarded into profits. Codes set hours and rates of labor. 











Competition is keen. Costs must be figured down to the last penny. fb 
Naturally they are on the lookout for materials that will help them 
cut costs without jeopardizing the finished work. e 
That’s where Electrunite Steeltubes, the electric resistance welded Fi 
electrical metallic tubing with the new knurled inside surface steps ff 
into your picture. a 
This modern threadless rigid conduit should be in your stock J} 
right now. Your salesmen should be carrying a sample to show §; 


to your contractor customers. They should be explaining why the § 
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sina 


CABLE RIDES OVER THE TOPS OF THE KNOBS 


patent applied for 


ew knurled surface offers less friction surface to the cable—saves 


30% in wire pulling effort and much valuable time. They should be 


bringing in orders that will show you a worth-while profit. 
We are telling the story of this new conduit to contractors 
everywhere. Demand is growing daily. Contractors are asking for 


it by name and insisting on it after the : : 
. ° “foe ae: IN cIND 
first trial. It means money to them— Electrical Division 


and it can mean orders and profit for Beaae AND TUBES, INC. 


WORLD'S LARGEST PRODUCER OF ELECTRICALLY WELDED TUBING 


CLEVELAND = + > OHIO 


A UNIT OF REPUBLIC STEEL CORPORATION 


you if you follow through and investi- 





gate it in detail. A letter will bring 


you complete information and prices. 
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Trade Associations 





Local Wholesaler Associations 
to Hold Conference 


At the invitation of the Chicago Elec- 
trical Wholesalers Association, execu- 
tives of similar associations in other 
cities will attend a conference in Chi- 
cago during the week of February 12. 
It is expected these meetings will be 
attended by representatives from Bos- 
ton, New York, Philadelphia, Syracuse, 
Detroit, Chicago, Minneapolis and Se- 
attle. 

v 


Arthur Hearl Succeeds Lind as 
Secretary of the NECA 


At the midwinter meeting of the 
Board of Managers of the National 
Electric Credit Association, held in New 
York on January 25, Arthur F. Hearl 
was appointed secretary. Mr. Hearl, for- 
merly president of the American Elec- 
tric Supply Co., and president of the 
N.E.C.A. in 1931-32, assumed his new 
duties on February 1. He succeeds Col. 
Frederick A. Lind, who resigned to de- 
vote his entire time to the law firm of 
Vose and Lind. 


v 


New Constitution and By-Laws 
Adopted by Mohawk Valley Club 


Under the constitution adopted at its 
last general meeting, the management of 
the Mohawk Valley Club is vested in 
an Executive Committee of six mem- 
bers, one each from Albany, Buffalo, 








Pe eS Me z 3 

Disappearing Appliance Cords: An ex- 
perimental installation in the model Elec- 
tric Kitchen of the Electrical Associa- 
tion of New York. Whenever service 
is required for any of the appliances 
used on the work bench of this electric 
kitchen, the cord is simply drawn from 
the convenience outlet to the appliance. 
When no longer needed, it is discon- 
nected from the appliance, given a gen- 
tle jerk and disappears behind the wall. 





Rochester, Syracuse, Utica and Bing- 
hamton. 


Officers elected for 1934 were A. M. 
Little, A. M. Little Co., Syracuse, pres- 
ident; H. I. Sackett, H. I. Sackett Elec- 
tric Co., Buffalo, vice-president; N. E. 
Olsen, Graybar Electric Co., Syracuse, 
secretary, and L. Meagher, Langdon & 
Hughes Electric Co., Syracuse, treas- 
urer. 

Members of the Executive Committee 
are, in addition to Mr. Little and Mr. 
Olsen, Karr Parker, McCarthy Bros. & 
Ford, Buffalo; C. H. Maier, Westing- 
house Electric Supply Co., Rochester ; 
C. Russell, Esco Electric Supply Co., 
Albany; D. A. Hughes, Langdon & 
Hughes Electric Co., Syracuse, and 
E. C. Wehle, Southern New York 
Electrical Supply Corp., Binghamton. 


Chairmen of standing committees 
elected were: W. H. Hall, Baldwin- 
Hall Co., Syracuse, Manufacturers Re- 
lations Committee; H. I. Sackett, Buf- 
falo, Contractor-Dealer Relations Com- 
mittee; H. J. Lavnor, Westinghouse 
Electric Supply Co., Rochester, Central 
Station Relations Committee, and D. B. 
White, General Electric Supply Corp., 
Buffalo, Merchandising Committee. 


v 


Electrical Wholesalers of Phila- 
delphia Leases New Quarters 


The Electrical Wholesalers Associa- 
tion of Philadelphia has established 
headquarters at 816 Denckla Bldg., 11th 
& Market Sts. Sufficient space has 
been leased to provide a meeting place 
for members as well as office facilities. 
According to J. W. Alexander, presi- 
dent of the Association, the new quar- 
ters will provide for more intensive 
contact with similar local groups in 
other cities and also provide better fa- 
cilities for conducting investigations 
and supply information to its members. 


v 


RMA to Sponsor Radio Show 
in Chicago Only 


While the Radio Manufacturers As- 
sociation will continue its plan to pro- 
mote a public radio and electrical show 
in Chicago next fall, it has decided not 
to have any official connection with the 
electrical and radio show being planned 
in New York next September under 
private management, but to leave RMA 
members free as to their action on ex- 
hibiting in the New York Show. 


Chicago Wholesalers Protest 
Changes in Discount Terms 


Recent changes in discounts and 
credit terms on the part of manufac- 
turers have brought forth strong pro- 
tests from the Chicago Electrical 
Wholesalers Association. 

An open letter to all manufacturers, 
signed by George S. Steiner, secretary 
of the Association, maintains that it is 
both impractical and costly for whole- 
salers to pay every invoice 10 days from 
date. The letter reads as follows: 


“We protest against your recently an- 
nounced policy of demanding payment 
in 10 days from date of invoice. We 
believe the purpose of the NRA is to 
keep smaller concerns in business and 


prosperous rather than to place pressure 


that makes doing business more difficult 
and expensive. 

“Very few independent wholesalers 
are set up so that they can pay bills 
every day as will soon be necessary 
with the enforcement of the 10 day plan. 
It is not only expensive, but impracti- 
cal and impossible to mail several checks 
a month to each supplier. 

“This Association is voicing protest 
not only to you, but to all manufacturers 
who endeavor to enforce this policy. 
This Association is endeavoring to co- 
operate with the manufacturers. We 
are willing to do anything that is rea- 
sonable, but we certainly resent arbi- 
trary actions on the part of NEMA or 
any other group of manufacturers.” 

In a letter to the switchboard manu- 
facturers Mr. Steiner says: 

“IT submit to you that it is unfair and 
unwise on the part of manufacturers op- 
erating under a code to quote prices di- 
rect to contractor, dealer or consumer 
and not provide a sufficient margin of 
profit for the legitimate wholesalers. 

“It has been proven beyond a doubt 
that the wholesaler does perform a neces- 
sary function and that he is vital to the 
electrical industry, especially to those 
manufacturers from whom he buys other 
commodities. 

“I am urging you to use your influ- 
ence in publishing prices that will cor- 
tect this condition. Prices that pro- 
vide the wholesaler with a minimum 
profit of at least 20 per cent should be 
put into effect as quickly as possible. I 
am sure that all of your wholesaler cus- 
tomers agree with me in this view. As- 
surance from you that you will use your 
good efforts in our behalf will be more 
than appreciated and will certainly re- 
sult to our mutual benefit.” 

Present fuse schedules provide less 
margin for the wholesaler and are un- 
fair to the contractor and dealer as well, 
according to a letter addressed to the 


fuse manufacturers. 

The Association has requested that 
wiring device manufacturers base their 
resale schedules on less than carton, 
carton and standard package quantities 
rather than on a monetary basis. 

Copies of these letters have been sent 
to all local associations of electrical 
wholesalers and are available from the 
secretary, George S. Steiner, 210 S. 
Desplaines St., Chicago. 
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What Price Installation? 


HERE ARE THE FIGURES 
The Old Way 























MATERIAL 
3—Switch boxes (new work type) @ 19.60............... ae. 
3—Single pole switches (cheap type) @ 11.50............. ve 35 
oe ES a ae ae 21 
TIME = min. sec. 
Assembling and installing 3 gang box....... 7: 15 
Installing and aligning 3 separate switches... 9: 04 
Installing and aligning 3 gang plate......... i: @ 
17 min. 21 sec. @ 1.00 perhr. .29 
Sits 40 Schwan et i ie bs ek kd dane ha $1.44 
The Modern Way 
MATERIAL 
1—Switch box (new work type) @ 19.60. .......... 000 cece cee ee eee $ .19 
3—P&S-Despard Single pole switches No. 1311 @ 19.20............... 58 
1—P&S-Despard Single gang plate No. 1333 @ 12.60.................. 13 
TIME min. sec. 
nating one = EEE CREP 4: 10 
Assembling 3 Pa Despard switches in strap. : 50 
Installing and aligning 3 switches asoneunit.. 6: OO 
Installing and aligning one gang plate. ....... : 30 
11 min. 30 sec. @ 1.00 perhr. .19 
iis sen ceedetencteus «eeiiwi ness $1.09 
COST Cheap type switches. 
The Old Way = A three gang plate on the wall—large and conspicuous. 
Just another wiring ‘ial for Architect, Builder or Home 
$ s Owner to be proud of. 
COST A specification job—the kind the government requires. 


Space saving—just a one gang plate—neat and inconspicuous—the 
way wiring devices should be 


The Modern Wa 
$1 09 J You stamp yourself as a wide awake contractor—wiring today’s 


modern home the modern way. 


A Saving of 


9 4 % 7 ; Specification 


job 
P&S-Despard wiring devices are not sold by cut rate or chain 
stores. 
. . They are obtainable through legitimate jobbing channels only. 
. «. . Therefore the name P&S-Despard means a fair profit for both 
wholesaler and contractor. 


You please the Architect, Builder PASS & SEYMOUR, INC. 


and Home Owner when you in- 


stall the— Solvay Station Syracuse, N. Y., U.S.A. 


P & S-DESPARD LINE 
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Trends in Distribution 


Digests of selected articles appearing in recent issues of business and 
trade publications which reflect distribution trends in various fields 





Brokerage on Outlet Boxes 


Hardly any item is more a jobbing 
commodity than outlet boxes. Never, in 
our humble experience, have we en- 
countered a legitimate wholesaler who 
found fault with the insignificant in- 
vestment necessary for the maintenance 
of a complete stock. With the Recovery 
Act, it was reasonable to assume that 
box manufacturers would sponsor a 
uniform industry policy, that would en- 
courage well balanced, economical dis- 
tribution. In place of that, we find a 
new discount particularly appealing to 
the brokerage method of operation. This 
at least is variety. Manufacturers have 
done much to transform retailers into 
wholesalers, but rarely have they in- 
jected themselves into the field of dis- 
tribution. It has been said that this 
new discount will more easily permit 
sales direct to large users, or, that it 
facilitates direct shipments to individual 
retail outlets of national mail order 
houses. It could do both and then some. 
One thing it might do, is educate manu- 
facturers in the expense involved on 
small order shipments. It may, at the 
same time, convince many legitimate 
wholesalers of the profit-making possi- 
bilities of a brokerage operation. This 


is too difficult to accurately analyze, but 
it’s somebody’s “brain child.” To them 
we ask the question, what is, or was the 
big idea?—Epitor1aL in Metropolitan 
Electrical News for January. 


vV 
"Those Who Can Sell" 


We all pray for business activity ; the 
exchange of goods, services and labor. 

Business activity reduces itself to a 
trade between two individuals. You sit 
opposite me. You describe something 
you have or your firm has and try to 
arouse my active desire for it. You urge 
me to trade something I own for it. I 
resist. I hate to change the character of 
my resources. Human nature has been 
that way since the beginning. Cautious. 
My home, my $1,000 in bank, my auto- 
mobile, my monthly salary. And you 
ask me to give up my automobile, part 
of my money and commit myself to pay 
monthly in order to get your new auto- 
mobile. That changes the nature of my 
resources, so I must think it over. Yet, 
upon that decision of mine hangs the 
acceleration of national business ac- 
tivity. 

Stimulation of the motive to trade 
must come from “selling,” where, in 
America, it has learned to play on all 








Just Off Broadway: It was a tough job to get all these follows to stand still for 
a minute with all the rush that goes on at the Hobb Electrical Supply Co. at 31st St. 
near Broadway, New York City. L. Siegel, treasurer of the company is at the 
extreme left. J. Fetten, National Electric Products Corp., is next. H. Shulman, 
sales manager of the Eagle Electric Mfg. Co., is the smiling fellow in this group. 
I. Mersel and S. Miller, secretary and president of the company, are the two 
exponents of shirt sleeves for the busy man. 


the profit strings of human nature— 
need, use, acquisition, vanity, conveni- 
ence, vogue, love of beauty, quality, 
price, service, and a hundred others. 
The most important people in the 
world today are not those who can pro- 


duce, but those who can_ sell.—Ept1- 
TORIAL in Nation’s Business for Janu- 
ary. 


Vv 
Where Manufacturers Are Weak 


How any producers can expect re- 
sults by simply placing stocks on dis- 
tributors’ shelves is hard to figure out. 
Why any manufacturer would expect 
distributors’ salesmen to turn in bang- 
up sales jobs with less information and 
help than he renders his own salesmen 
is beyond our reasoning. 

Yet, such is the case in too many in- 
stances. Those manufacturers who have 
been guilty of such procedure in the 
past and have been dissatisfied with re- 
sults can look for bigger and better 
failures this new year. 

Distributors’ salesmen after all are 
human beings, not miracle men. They 
must divide their time among many 
lines, all of which are important. It 
should be obvious that they will turn 
in the best sales jobs on those lines 
which they know best and hear most 
about. It is the manufacturer’s re- 
sponsibility to see to it that distributors’ 
salesmen are properly informed as to 
the merits of his line. 

It’s simply not possible to get re- 
sults selling through distributors unless 
the manufacturer is willing to meet 
them halfway in an effort to move the 
merchandise into the hands of users.— 
Epitoriav in Mill Supplies for January. 


7 
Selling to Industry in 1934 


In selling the industrial market in 
1934, we must still rely on funda- 
mentals. Now, as never before, must 
we analyze our sales opportunities. Each 
year brings changed fields, new de- 
mands, new product applications, new 
users, and a continual shifting of the 
sales effort center. This means that in- 
telligent selling must adapt its methods 
and fall in line with the conditions that 
careful analysis divulges. 

This year is going to put the ques- 
tion my job or the job. With the true 
salesman, it is going to be the job. We 
are going to have a need of pinch- 
hitting, of substituting for the other 
fellow, of having a_ shoulder-to-the- 
wheel attitude, of thinking the job 
through. It is going to test out the 
broadmindedness of men and the broad- 
mindedness of management—F. B. 
HEITKAMP, general sales manager, Cin- 
cinnati Milling Machine Co. in Execu- 
tives Service Bulletin for January. 
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bas inl < i a Caled mM f YE SAVE cn L NE 


Switch. 
Recepfacle. 


Pilot Light 
COMB/NATIONS 


; 3 uf + tehe ti 
“ft | Rake il Piste if 
iain i he a * 
Siittene - TL-615 above 
ss 
pp is typical of the TIMESAVER 
Line of COMPLETELY ASSEMBLED 
COMBINATIONS —all made up, ready to install 
on the job. All required arrangements of Pilot Lights, Switches 
and Receptacles come in small, one-piece Bakelite bases affording generous 
wiring room... Pilot Lights may be wired to work with either the switch or receptacle 
part of the combinations. Switches are especially designed for modern Type C lamp loads. All 
combinations fit standard switch boxes. . . With this line your customers buy only the combinations 
they need for the jobs in hand. Write for illustrated _— folder iain ae COMPLETE ne with 
instructions for ordering. 


Arrow E ELECTRIC ‘Drvision 


THE ARROW-HART & ~LEG' eee CO. HARTFORD, CONN. 
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Wholesaler 


Activities _ 





Greusel and Maurer Organize 
New Distributing Firm 


I. W. Greusel, who recently resigned 
from the General Electric Supply Corp., 
and Vernon Maurer, well known radio 
and refrigeration distributor, have or- 
ganized the M. G. Company with head- 
quarters at 808 N. Market St., Milwau- 
kee. H. M. Northrup, a former as- 
sociate of Mr. Greusel, is also con- 
nected with the new firm which will 
distribute Grunow radios and refrigera- 
tors in the Wisconsin territory. Other 
major appliance lines will probably be 
added later. 


v 


Fobes Supply Co. Changes Name 

B. W. Clark, general manager, West- 
inghouse Electric Supply Co., has an- 
nounced that, on January 1, the name 
of the branch houses in Portland, Ore., 
and Seattle was changed from Fobes 
Supply Co. to Westinghouse Electric 
Supply Co. The management and per- 
sonnel of the two houses will remain 
as before. 


v 


Interstate Electric Discharged 
from Receivership 

F. B. Stern, vice-president of the In- 
terstate Electric Co., New Orleans, has 
announced that his company has been 
discharged from receivership, and is 
again operating as the Interstate Elec- 
tric Co. under the old officials and with 
no change in the personnel. 

This wholesaler has recently taken on 


the distribution of Goodrich reflectors; 
Bosch radio and Arcturus tubes. Mr. 
Stern reports that “We are also jobbing 
non-electrical lines including bicycles 
and wheel goods, and will also handle 
lines that we can sell to hardware deal- 
ers, as we are now calling on this class 
of trade. 


Vv 
G. E. Supply Transfers Millington 
to Chicago 
Recent changes in personnel an- 


nounced by the General Electric Supply 
Corp., Bridgeport, Conn., include the 
resignation of F. W. Greusel as local 
sales manager of the Milwaukee house. 
A. J. Millington, formerly assistant to 
the president, has been transferred to 
Chicago as district manager. W. E. 
Koch replaces R. L. Balch as district 
manager of appliance sales at Phila- 
delphia. 

Other appointments include R. R. 
Spettel, local operating manager, Day- 
ton, replacing H. E. Brown, who goes 
to Louisville where he succeeds W. P. 
Kiemle; F. J. Durkin, local manager, 
Newark; H. F. Rodgers, local manager, 
Hartford; L. B. Siebert, branch man- 
ager, Minneapolis; F. A. Greffin, branch 
manager, Duluth, and R. S. Gack, local 
manager, supply sales, Oklahoma City, 
replacing G. B. Valkus. 


v 


Commercial Electric Wins Cup 


At a meeting of distributors of its 
East Central Division, held at Louis- 








hl 


Shot at Sundown: “All we need now is a firing-squad,” said Walter S. Barrett, 
head of Barrett Electrical Supply Co., St. Louis, Mo., as he backed his boys 


against the wall, but nobody seems worried. Left to right: 


W. S. Barrett; 


Wallace (“Pat”) Moran; J. M. Pinter; R. C. Broyer; M. J. Cleary; W. H. 
(“Bill”) Paschen; C. W. Vogler; L. E. Barrett (the heir apparent) and Bob 


Roehrig. 


ville, Ky., the Philco Radio & Televi- 
sion Corp. presented its Toledo dis- 
tributor, the Commercial Electric Co., 
with a silver loving cup in recognition 
of their leading the division in the sale 
of Philco radios. 

N. C. Goldman, president of the 
Commercial Electric Co.; Norman H. 
Cook, sales manager; and Gilbert 
Zimerle and Jay Arman, territory sales- 
men, attended the Louisville meeting. 


v 


Special Train Tours Territory 
of Kelly-How-Thomson 

On January 14 “The Train of Hard- 
ware Progress” pulled out of Duluth 
on a 1,250 mile tour of Minnesota and 
North Dakota. This special train, con- 
sisting of six cars, contained displays 
of the major lines handled by the Kelly- 
How-Thomson Co. Executives of this 
hardware and electrical wholesaler, de- 
partment heads and manufacturers’ rep- 
resentatives accompanied the exhibits. 
Traveling representatives of the com- 
pany joined the train at various points 
along the route, bringing their dealers 
to view the exhibits. The tour was con- 
cluded at Minneapolis on January 22 
where the exhibits were displayed at 
the Minnesota Retail Hardware Con- 
vention. 


¥ 
Kiefer Holds Electrical Show 


Peoria’s first electrical show in 18 
years was conducted at the Jefferson 
Hotel last month by the Kiefer Elec- 
trical Supply Co., assisted by 19 manu- 
facturers. The first evening was given 
over to electrical contractors who came 
in from practically every town within 
a radius of 100 miles. On the second 
evening executives, engineers and main- 
tenance men from the industrial plants 
of Peoria and vicinity were entertained. 


v 


Denver Branch of G. E. Supply in 
New Quarters 


The Denver house of the General 
Electric Supply Corp. is now located at 
1429 18th St. The new offices and ware- 
house occupy more than twice the floor 
space of the former quarters at 1443 
Lawrence St., providing enlarged 
counter and display room facilities. 
IE. E. Brazier is the local manager. 


Vv 


Glasco Electric Branch 
in New Location 

The Kansas City house of the Glasco 
Electric Co., St. Louis, Mo., has moved 
to 106-108 W. 19th St. According to 
I. D. Leffler, branch manager, 1934 
presents a splendid future for certain 
lines that will interest the farmer and 
small town residents. 
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BorN in a log cabin, with 
none of the advantages 
of present day education, 
Abraham Lincoln made his- 
tory by devoting his life to 
a cause. His was the driv- 
ing spirit, the unflinching 
determination that was re- 
sponsible for that history- 
making social upheaval— 
the freedom of the slaves. 


























Colt-Noark Safety and Meter 


Switches have long been making 





history in the electrical field. 
The dependability and salability of the Colt-Noark line of switches has 
gained for them an enviable reputation among wholesalers who are 


conscientious about selling real honest quality. 





If your house does not now carry Colt-Noark Switches, write for infor- 


mation TODAY—start making history with this history-making line. 


COLT’S PATENT FIRE ARMS MEG. CO. | 


Pioneers of Protection Since 1836 


ELECTRICAL DIVISION HARTFORD, CONN. 


Boston Chicago New York Philadelphia 
Pacific Coast Representative: H. B. SQUIRES CO. — SAN FRANCISCO, LOS ANGELES, SEATTLE 
EW-2-34 
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Back in Portland: A. L. 


Shellworth is 
back again with the Portland branch of 
the Sunset Electric Co., Frigidaire, radio 


distributors. He suc- 
Sammis who resigned 
as general manager to become state 
liquor control administrator. Mr. Shell- 
worth was formerly sales manager of 
Sunset, coming there from Boise, Idaho, 
in 1928. After three years he was called 
to a position in the main office in Seat- 
tle, Wash., and now he is back in Port- 
land again as general manager. 


and automotive 
ceeds George L. 





Martin Newman with Hobb 


Martin Newman, formerly owner of 
the Hub Electrical Supply Co., New 
York City, announces his affiliation with 
the Hobb Electrical Supply Corp., also 
of New York, in the capacity of sales 
manager. 


v 
Weiss DeVeau Expands 
Due to improved business, the Weiss 
DeVeau Co., Brooklyn, N. Y., have 
added 5,000 square feet to their present 
quarters at 1333 Fulton St. 


Vv 


Detroit Electric Club 
Promotes Identified Cord 


According to F. H. Van Gorder, sec- 
retary-manager, the Electric Club of 
Detroit has launched a campaign to 
promote the identified cord movement. 
With the cooperation of the municipal 
electrical inspectors and the local util- 
ity, all dealers, including department, 
chain, drug, hardware and electrical 
stores, will be called upon personally 
and urged to buy and sell only such 
electrical merchandise as is equipped 
with approved cord. A series of pub- 
licity articles in all Detroit papers will 
explain to the public the significance of 
the 5-ft. bracelet label. 


v 


National Oil Burner Show 
Opens in Philadelphia March 5 


With many new exhibitors represent- 
ed, including manufacturers, of both oil 
burners and accessories, the llth Na- 
tional Oil Burner Show, to be held in 
Philadelphia, March 5 to 9, at the Com- 
mercial Museum, had a total space res- 


e 


ervation of 94 booths as of January 10, 
according to Harry F. Tapp, executive 
secretary of the American Oil Burner 
Association. 

Wednesday, March 7, has been desig- 
nated as “Dealer Day.” Merchandising 
sessions will be held both morning and 
afternoon. All dealers, both members 
and non-members, are invited to attend 
this meeting and participate in the dis- 
cussions. 


Obituaries 


Charles Phillips Hill 

Charles Phillips Hill, president of the 
Doubleday-Hill Electric Co., Washing- 
ton, D. C., passed away on December 20 
after a very short illness. Born in 
Washington on May 21, 1871, he re- 
ceived his education in local public 
and private schools. 








After spending two years as a civil 
engineer in Nicaragua, in connection 
with the Nicaragua Canal Survey, he 
moved to Pittsburgh, where he organ- 
ized and founded the Doubleday-Hill 
Electric Co. in 1897. In 1914, Washing- 
ton was selected as the Southern ware- 
house and Mr. Hill returned to his home 
city to personally supervise the new 
house. Later the company was divided 
and Mr. Hill was made president of 
the Doubleday-Hill Electric Co. of the 
South, entirely separate from the 
Doubleday-Hill Electric Co. of Pitts- 
burgh. 





C. Phillips Hill 


At the outbreak of the World War, 
Mr. Hill enlisted as captain in the con- 
struction division of the Quartermaster 
Corps, having previously served in the 
Ohio National Guard and due to his 
former training at the Officers’ Training 
Camp at Plattsburgh, New York, he 
was selected for the Construction 
Quartermaster Division of the Army. 
Mr. Hill served in France and was 


also associated with the construction of 
Camp Gordon. 

Mr. Hill has always been active in 
civic affairs and was a member of the 
Army & Navy Club, and the Chevy 
Chase Country Club, and a director of 
the Chamber of Commerce and a mem- 
ber of the Washington Board of Trade. 

Surviving are his widow, Mrs. Kath- 
arine Hill; a daughter, Miss Frances, 
of Washington, and a son, Lieut. 
Arthur Hill, Navy Air Corps, stationed 
at Coronado, Calif. 


v 
Frank H. Shumaker 
Frank H. Shumaker, president of the 
South Bend Electric Co., South Bend, 
Ind., passed away January 18. He had 
been in poor health for some time. 





F. H. Shumaker 


Born in Toledo, Ohio, in 1878, Mr. 
Shumaker moved with his parents to 
Cincinnati at an early age. Forced to 
leave Ohio State University after his 
first year because of his father’s death, 
he worked as an electrician in Colum- 
bus, Cincinnati and Toledo, operated a 
contracting business of his own in Cin- 
cinnati for several years and, in 1908, 
entered the wholesale field as a sales- 
man for the F. W. Bissell Co. of 
Toledo. Later he covered the Indiana 
territory for the Illinois Electric Co. 
of Chicago, leaving that firm in 1919 
to organize the South Bend Electric Co. 


v 


Edward F. Carew 


Edward F. “Jerry” Carew, lighting 
specialist for the San Francisco division 
of the General Electric Supply Corp., 
died in San Francisco on December 3. 
Born and educated in Peterboro, Can- 
ada, Mr. Carew joined the Canadian 
General Electric Co. for whom he be- 
came the Vancouver manager of the 
illuminating department. He came to 
San Francisco in May, 1925, joining 
the Lighting Bureau of the Pacific Gas 
and Electric Co. He left that position 
in May, 1927, to accept the position 
which he held at the time of his death. 
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LOADED WITH SELLING FEATURES— 
BACKED BY NATIONAL ADVERTISING 











Bajoy 


THE NEW CONVENIENCE 
OF THIS LIGHTER CLEANER 


No longer need you drag a heavy, cumbersome cleaner 
around the house. The new Hamilton Beach cleaner is 
a pleasure to use... it takes the drudgery out of clean- 
ing. All needless weight has been eliminated without 
sacrificing Hamilton Beach quality and efficiency. Per- 
fectly balanced, it glides over rugs or can be carried up 
and down stairs with little effort. 

The nozzle is adjustable to five positions for long and 
short nap rugs. The powerful, quiet Hamilton Beach 
ballbearing motor never needs oiling. The cleaner is 
mounted on a 4-wheel carriage with front wheels be- 
hind the nozzle. Only 634 inches high, it will clean 
under low pieces of furniture without marring...rub- 
ber bumper protects legs, baseboards and woodwork. 


Beating ... Sweeping... Suction 
The new No. 8 model has exceptionally strong suctio:: 
and rapid beating action. At every stroke over the rug 
it cleans a wide area quicker and better... yet is amaz- 
ingly easy to use. 

The powerful suction lifts the rug to the nozzle, 
forming a cushion of air between rug and floor. The 
bristles of the motor-driven brush beat the rug, loosen- 
ing imbedded dirt and grit ... and sweeping up lint or 
other clinging materials. This triple-action lifts, combs 
and brightens the nap. Freshness and beauty of color 
are restored. Rug life is lengthened. 


NO. 8 MODEL 


ATTACHMENTS $6.00 
At Your Dealer’s—the new Hamilton Beach No. 8 cleaner is sold 
by deaiers everywhere. Your dealer will be glad to demonstrate it. 
Compare it with other cleaners regardless of price. We know 
you will enjoy the convenience of this light, powerful cleaner. 
Hamilton Beach Manufacturing Company, Racine, Wis. 4 


HAMILTON BEACH 








NATIONALLY ADVERTISED 


The above advertisement 
will appear in the March 
issue of Good Housekeeping. 
This is the first of a series 
that will run in leading 
magazines during the year. 


The new Hamilton Beach No. 8 Cleaner is a sensation. 


Why is the No. 8 Cleaner a better 
cleaner? 
Because it has greater beating action 
—more rapid sweeping—and stronger 
suction. 


What gives this cleaner stronger 
beating action? 


The brush has stiffer Chinese hog 
bristles instead of horsehair. Re- 
volving speed of brush is increased— 
it beats 80 times per second. Wheels 
are back of nozzle—the stronger 
suction lifts rug closer to nozzle. 


Can the nozzle be adjusted for rugs 

of any thickness? 
Yes—5 definite and marked positions. 
There is no guesswork. The nozzle 
can be raised or lowered so the suc 
tion lifts the rug off the floor. This 
forms an air cushion under the rug. 
which permits the rug to “give” as 
the brush beats. Rug life is length- 
ened. 


Can the brush be adjusted for wear? 


Yes—without removing the brush. 
Fingertip adjustment—no tools are 
needed. It is so easy, the brush can 
always be kept in position to sweep 
and beat perfectly. 





Why is the No. 8 Cleaner easier to 


operate? 
Because of its lighter weight—better 
balance—and position of the carriage 
wheels. 


How much does it weigh? 
Only 13% pounds. All excess weight 
has been eliminated—without sacri- 
ficing the quality or rugged con- 
struction characteristic of all Ham- 
ilton Beach products. 


Why is a 2-wheel rear carriage used? 
Two wheels permit tilting the nozzle 
from the floor by pressing down on 
handle. This is important when 
cleaning small rugs or picking up 
large objects.. 


How does the No. 8 Cleaner com- 

pare in appearance? 
In appearance, as well as in cleaning 
ability, the No. 8 is outstanding. 
Since people often judge by appear- 
ance, the money spent by Hamilton 
Beach to put a perfect polish on fan 
housing and nozzle castings is well 
repaid in more sales and customer 
satisfaction. 


It has just 


what every woman wants in a cleaner—outstanding cleaning ability— 


light weight—long life—and low price. 


Use these strong selling 


features in your sales talk—get a bigger share of the spring cleaner 


business. 


The No. 8 carries the same liberal discount as previous models—no 


“short changing” the trade to make the low price. 


It is sold through 


jobber and dealer—your profit is protected. 


HAMILTON BEACH MFG., CO. 


RACINE, WIS. 


Beers Dealers are reached monthly through Hamilton 
Beach trade paper advertising and promotional material 


HAMILTON BEACH 
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Personals 





Henry H. Meyer is the new secre- 
tary-treasurer of the Shepherd Electric 
Co., Baltimore. Wutt1am Dess_ has 
joined this firm as store manager, re- 
placing Harry Ryan, who has been 
transferred to the outside sales staff. 


C. H. McCrean, Graybar Electric Co., 
W. S. Brive, Columbian Electric Co., 
and E. J. Goetze, Midwest Grunow 
Co., have been elected vice-presidents 
of the Electric & Radio Association of 
Kansas City for 1934. 

VERN CAUGHLAN will travel eastern 
Iowa for the Terry-Durin Co., Cedar 
Rapids, Ia. 

WALTER EHMAN is a new radio and 
appliance salesman with the Glasco 
Electric Co., Kansas City, Mo. 

Jack P. Meyers, formerly with Stan- 
ley & Patterson, Inc., New York City, 
has been added to the sales force of the 
Lafayette Electric Corp., New York 
City. Max Apams, a former salesman 
of the Monowatt Corp., is now cover- 
ing all the Long Island territory for 
Lafayette. 


G. A. BLACKWELL, Jr., for a number 
of years with the General Electric Sup- 
ply Corp., has joined the Chattanooga, 
Tenn. sales organization of the Econ- 
omy Electric Supply Co. I. N. Lozrrr, 
formerly with the Gilham Electric Co., 
is a new salesman with the Atlanta, Ga. 
house of the Economy Electric Supply 
Co. 


C. A. Keviy and J. H. Hermenreicu 
have been added to the sales correspond- 
ence staff of the Detroit branch of the 
Graybar Electric Co. One is an addi- 
tion to the force and the other replaces 
J. K. Muncer, who resigned recently 
to become territorial representative for 
Waters Genter, Minneapolis, Minn. 


SAMUEL Scott, formerly division 
manager of the Frigidaire Corp., has 
been appointed promotion manager of 
the refrigeration department of E. A. 
Wildermuth, Brooklyn, N. Y. 


CuHarLes Puitiips, formerly with 
Stromberg-Carlson, has joined the sales 
staff of Hendrie & Bolthoff Mfg. & 
Supply Co., Denver, Colo. 


JosEPH Kurzon, president of Joseph 
Kurzon, Inc., New York City, has been 
elected president of the New York 
Electrical Credit Association. 


J. CaAwLey and K. Krause are both 
working out of the New York house of 
the Parr Electric Co., Brooklyn, N. Y. 


Ross CAMPBELL has been placed in 
charge of sales of electrical laundry 
equipment by the General Electric Sup- 
ply Corp. in San Diego. 


Miss Lea RasHKEN, who for 12 
years was in the employ of the Cadillac 
Electric Supply Co. at Detroit, Mich., 
is now with the Gertler Electric Sup- 
ply Corp., New York City. Herman 
BERNIGER, formerly of the Midway 
Electric Supply Co., is a new counter 
salesman with Gertler. 


ArTHUR H. Jones, Witson B. Kocu 
and GerorGE DyGert are three new 
salesmen with the Madison Electric Co., 
Detroit, Mich. 


W. H. Kay is covering automotive 
accounts and coast towns for the Eoff 
Electric Co., Salem, Ore. 


Harry L. Harper, Graybar Electric 
Co., has been nominated for president 
of the Los Angeles Chamber of Com- 
merce. 


Wholesalers elected to the board of 
directors of the Electrical League of 
Utah, include: S. RosENFIELD, United 
Electric Supply Co.; C. B. McKee, Salt 
Lake Hardware Co., and J. M. Perte- 
witz, Graybar Electric Co. 

Francis X. Fitzpatrick has been 
appointed sales manager for the New 
England territory of the Graybar Elec- 
tric Co. 

S. J. Tasor, formerly of the General 
Electric Supply Corp., H. J. Garrett, 
previously connected with the Kelvin- 
ator Co., and G. E. LivinGston are 
three additions to the sales staff of the 
Geo. Worthington Co., Cleveland, Ohio. 

F. M. Bernarpin, General Electric 
Supply Corp., and E. L. Barser, Gray- 
bar Electric Co., have been appointed 
attendance and Underwriting chairmen, 
respectively, of the Kansas City Elec- 
tric & Radio Association. 














"Nothing Will Ever Come Between Us: 
unless it happens to be a string of fish,” 
says Dick Wildauer (bottom), Arrow- 
Hart & Hegeman Electric Co., Chicago, 
speaking of himself and Walter Vilett 
(top), president, Northland Electric Sup- 
ply Co., Minneapolis. Looks as if no fish 
got away this time. 





Lines Added by Wholesalers 


ELECTRICAL Suppty Co., New Or- 
leans, La.—Emerson radio. 

Evx Evectricat Co., St. Mary’s Pa. 
—P&S Despard wiring devices. 

CANFIELD SuppLy Co., Kingston, N. 
Y.—Telechron and Revere clocks. 

Giasco Erectric Co., Kansas City, 
Mo.—Royal culinaire and Markel fix- 
tures. 

Times APPLIANCE Co., New York 
City—Dewald radio. 

Terry-Durin Co., Cedar Rapids, Ia. 
—Telechron clocks. 

Hus Cycre & Rapio Co., Boston, 
Mass.—Du-Wa aerial eliminator. 

ApoLito Rapio Co., Newark, N. J.— 
ABC washers. 

C. S. Mersitck & Co., New Haven, 
Conn.—Du-Wa aerial eliminator. 

NATIONAL ELectric Suppty Co., 
Washington, D. C—Gar Wood oil 
burners. 

Fort ORANGE Rapio DISTRIBUTING 
Co., Albany, N. Y.—Du-Wa aerial 
eliminator. 

STERLING Exectric Co., Minneapolis, 
Minn.—Vaporlite humidifiers. 

Hatry & YouncG, Hartford, Conn.— 
Du-Wa aerial eliminator. 

D. W. May Corp., New York City— 
Lyric radio, Mohawk washers and re- 
frigerators. 

Service Auto Suppiy, Fall River, 
Mass.—Du-Wa aerial eliminator. 

INTERSTATE DistRIBUTING Co., South 
Bend, Ind.—Majestic radio and refrig- 
eration. 

ELECTRICAL SUPPLIES DISTRIBUTING 
Co., San Diego, Calif.—Telechron 
clocks. 

GEORGE WorTHINGTON Co., Cleve- 
land, Ohio—Stewart Warner refrig- 
erators. 

Auto EL ectric Service, Inc., Ft. 
Wayne, Ind.—Majestic radio and re- 
frigeration. 

Hamsurc Brotuers, Pittsburgh, Pa. 
—Columbia portables and records. 

Weltss-De VEAvu Co., Brooklyn, N. Y. 
—Universal appliances. 

Fox Evecrric Suppty Co., Elgin, 
Ill—Mixmasters and Sunbeam appli- 
ances, Eveready batteries and flash- 
lights. 

CoMMONWEALTH UTILITIES Co., Chi- 
cago—Majestic radios, refrigerators 
and tubes. 

Ransom Etectric Co., Nashville, 
Tenn.—Automatic washers and ironers. 

Rayspro ELectric Supp ies, INc., 
Tampa, Fla—Curtis Lighting and 
American Steel & Wire. 


Frank H. Cray Co., Kalamazoo, 
Mich.—Automatic washers and ironers. 
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To Insure Trouble-Free Performance 


Install BRYANT Switches 





4961 Type a 





STANDARDIZE 


ON 


BRYANT 
Superior Wiring 
Devices 


SWITCHES 
RECEPTACLES 
SOCKETS 
CUT-OUTS 
FUSES 


A complete line that 
covers every installation 
requirement 














The Bryant 
3951 Type 
Switch 










_ Switch 





ture of superior wiring devices The Bryant Electric Co. 

has developed two distinct types of flush tumbler switches 
which cover a wide range of installation requirements. Each 
type is accurately designed and carefully manufactured. Both 
types offer the utmost in lasting service and trouble-free 
operation. 


By wore of by over forty years’ experience in the manufac- 


Outstanding in performance the Bryant 4961 Type Switch 
affords ample protection to the severe operating conditions 
existing in Type C circuits. The mechanism is totally enclosed 
and the binding screws are large, making for easy installation. 


The Bryant 3951 Type Switch was developed to meet the 
demand for a high quality inexpensive switch which would 
permit savings in installation costs wherever a shal- 
low box was necessary. 


We For further information write to The Bryant Electric Co., 
go Bridgeport, Conn. 


\WIRING DEVICES, 


Devicer 


BRYANT superion wiring Dov 
Manufactured by THE BRYANT ELECTRIC CO., Bridgeport, Conn. 





MANUFACTURERS OF “SUPERIOR WIRING DEVICES” SINCE 1888. 


- MANUFACTURERS OF HEMCO PRODUCTS 





NEW YORK 60 East 42nd Street . 





. CHICAGO 844 West Adams Street 


. SAN FRANCISCO 149 New Montgomery Street 
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Manufacturers News 





G. E. Merchandise Dept. Sets Up 
New Sales Districts 

Three new sales districts, with head- 
quarters at Pittsburgh, Detroit and Salt 
Lake City, have been set up by the ap- 
pliance division of the Merchandise 
Department of the General Electric Co., 
it has been announced from the head- 
quarters of the department at Bridge- 
port, Conn. 

A. G. Chaffer, formerly in the home 
laundry equipment sales section, has 
been appointed sales manager with 
headquarters at Pittsburgh. F. M. 
Slasor, formerly traffic appliance sales- 
man in the Kansas City district, has 
been named sales manager with head- 
quarters at Detroit; and E. W. Brown, 
formerly salesman in the western re- 
gion district, is sales manager with 
headquarters at Salt Lake City. 


v 


Trumbull Makes Territory 
Changes 
Effective January 1, the Ludlow, Ky., 
factory assumed responsibility for the 
sale of all Trumbull products in the 
Ohio Valley territory. E. T. Carlson 
will act as sales manager for this sales 


division which includes Tennessee ex- 
cept Memphis, Ohio south of and in- 
cluding Columbus, Kentucky, southern 
Indiana including Indianapolis, and 
West Virginia except Wheeling. Mr. 
Carlson will be assisted by Arthur 
Gosney. 

Henry F. “Toby” Yost has resigned 
as Pacific Coast manager after 18 years 
of service. The Seattle, San Francisco 
and Los Angeles divisions are now 
handling the sales of all Trumbull prod- 
ucts, including those made at the Plain- 
ville, Conn., factory. 


Vv 
H. E. Richardson Joins Crosley 


H. E. Richardson, formerly a mem- 
ber of the firm of Young, Lorish & 
Richardson, prominent radio whole- 
salers of Chicago, and a past president 
of the Midwest Radio Trades Associa- 
tion, has joined the Crosley Radio 
Corp., Cincinnati, as assistant to the 
president in charge of sales. 


7 


Thordarson Announces New Lines 


C. H. Thordarson, president, Thor- 
darson Electric Mfg. Co., Chicago, has 











Huge Model Compressor Attracts Stewart Warner Distributors: 


ford, H. D. Taylor Co., Buffalo, N. Y.; 
A. Pollock, eastern factory district manager; C. N. 


Co., Baltimore, Md.; H. 


Visitors to a 
Century of Progress next summer will see this giant model of the compressor 
used in the new Stewart-Warner refrigerators. Here are a few of the distribu- 
tors who attended S-W’s refrigerator meetings last month. Standing: J. Clif- 


E. W. Cowman, Baltimore Gas Light 


Triplett, Baltimore Gas Light Co., Baltimore, Md.; H. T. Welch, Hughes Peters 
Electric Co., Columbus, Ohio; C. R. D’Olive, refrigerator sales manager, Stewart 
Warner; H. Lenved, Marshall Wells Co., Duluth, Minn.; F. A. Hiter, general 
sales manager, Stewart Warner; S. Isaacs, Auto-Rad Co., Cincinnati, Ohio; M. 
Salzman and S. Salzman, Wholesale Radio Co., New York City, and Mr. Cal- 
lender, Moody-Mueller-Ward, Indianapolis, Ind. Seated are: J. H. Childs and 
G. N. Frank of the H. D. Taylor Co., Buffalo, N. Y. 


announced an expanded program em- 
bodying an aggressive sales plan for 
1934 which involves important person- 
nel changes in the Thordarson organiz- 
ation. 

A new line of transformers is an- 
nounced for radio manufacturers; an 
improved line of replacement trans- 
formers for radio servicemen is. fea- 
tured in the new 1934 catalog; and a 
new line of transmitter and amplifier 
transformers is also announced for 
radio amateurs. 

The appointment of Donald Mac- 
Gregor as treasurer and general man- 
ager was reported last month. He 
will be assisted by C. P. Cushway and 
Russell Lund who have been engaged 
as general sales manager and as adver- 
tising manager, respectively. 

v 


Benjamin Transfers M. L. Fowler 

The Benjamin Electric Mfg. Co., Des 
Plaines, Ill., has announced the trans- 
fer of M. L. Fowler from the North- 
west territory with headquarters in 
Seattle to the southern California terri- 
tory, for which he will be in charge, 
with headquarters in Los Angeles. He 
replaces Tom McDonough. 


¥ 


A. B. Wilson Joins Railley Corp. 
The Railley Corp., Cleveland, Ohio, 
manufacturer of “Pin-It-Up” lamps and 
indirect wall brackets for the home, has 
announced the appointment of A. B. 
Wilson as director of promotional work. 
Mr. Wilson has been identified with 
the lighting fixture industry for the 
past 25 years, having held important 
executive positions with the former 
Tungstolier Works of the General Elec- 
tric Co., the Illuminating Improvement 
Co. of Cleveland, and the Kayline Co. 


Vv 
Cutler Hammer Promotes 


Webster 


Cutler Hammer, Inc., Milwaukee, an- 
nounce the promotion of Forest Webster 
to the position of manager of merchan- 
dise sales. Mr. Webster, who has been 
connected with the Cutler Hammer or- 
ganization for the past eight years, suc- 
ceeds C. L. Hunt who will devote his 
time to special work. 


v 


"Sales Activator Plan" 
Announced by Bryant 


The Bryant Electric Co., Bridgeport, 
Conn., has announced a “Sales Acti- 
vator Plan” for 1934. This definite 
sales program is designed to eliminate 
unprofitable hit-or-miss selling methods 
and to provide factual market data upon 
which sales letters and recommended 
campaigns will be prepared each month 
for Bryant distributors. 
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Signal offers you a complete line of high quality Induction and Universal fans in 
sizes from 614” to 16”, straight and oscillator types. There’s a good profit for 


you, too, with the Signal line, although these fans are priced to conform with 





present buying. They are decidedly fans your customers will appreciate. + + + 


Write for Signal’s 1934 presentation. + s+ +: 2+ & 


SIGNAL ELECTRIC MFG. CO. 


MENOMINEE, MICHIGAN 
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WireEmMOLD 


“MONEY MAKERS” 








Hrere’s another! 









Tell your 
eontractor 
eustomers 
about this 
one! 





Prain TEE 








Like all Wiremold Fittings, it is 
so neat, so inconspicuous, that your 
contractor’s fussiest customers will 
say, “Just what I want—put it in!” 
This makes business for him—and 
for you! 


THE WIREMOLD COMPANY, Hartford, 














Conn. 























YAGERS 


4 SOLDERING 





se ad) 


YAGER'S 
has stood 
the 

Test of 
Time 


Since 1873 Yager's soldering salts 
have been recognized as a qual- 
ity product, making new friends, 
keeping old ones. 


Priced Right 


Vy pound cans........ $0.50 ea. 
| pound cans... 80 ea. 
5 pound cans.._..... 3.00 ea. 


i SALTS 
, 





INTRODUCING EAGLE 


NITE-GLO 


A New Development for a Hundred 


Different Uses 








Less by reshipper cartons. 








Ask for 
FREE SAMPLE 





Alex R. Benson Co. Inc. 
Hudson, N. Y. 





59 Hall Street 


The NITE-GLO is made of genuine bakelite, is 
attractively finished in ivory and comes equipped 
with a Mazda bulb and operates on AC or DC 
current. 

Used continuously day and night the current con- 
sumption is so small that it makes the use of 
NITE-GLO economical and desirable in thousasds 
of places where complete darkness or shadows are 
present day and night. 

The attractive display board shown above will 
help to boost your dealer’s sales of NITE-GLO 
Be a you bring this item to your dealer’s at- 
tention. 


EAGLE ELECTRIC MFG. CO., Inc. 





BROOKLYN, N. Y. 


Mercoid Corp. to Manufacture 
Triplex Time Switches 


Triplex time switches, formerly sold 
by the Triplex Products Corp., New 
York City, are now being manufactured 
and sold by the Mercoid Corp., Chi- 
cago. The clock movement, however, 
will continue to be of Waltham make. 

R. F. Fisher, formerly manager of 
time switch sales for the Triplex Prod- 
ucts Corp., is now with the Mercoid 
Corp. as one of their vice presidents in 
charge of sales. 


v 


F. V. Burton and F. B. Chapman 


Form Partnership 

Frank V. Burton, Philadelphia man- 
ufacturers’ agent, and Frank B. Chap- 
man, formerly of Harvey Hubbell, Inc., 
have formed a partnership to be known 
as Burton & Chapman. Both men were 
connected with the Bryant Electric Co. 
for many years and Mr. Burton was at 
one time sales manager of the Weber 
Electric Co. Manufacturers now repre- 
sented by Burton & Chapman include 
J. H. Parker, Union Insulating Co., 
Magnavox Co. and Hewitt Electric & 
Mfg. Co. 

v 


William H. Dey to Distribute 
U. S. Radium Corp. Products 
On March 1, the Bildey Products Co., 

535 Pearl St., New York City, will take 

over the exclusive distribution of “Un- 

dark” luminous locators and “Daynite” 
luminous house numbers and also the 
manufacture and exclusive distribution 








Under the Blue Eagle: At the right is 
V. M. Miller, vice-president of the North 
Coast Electric Co., who was made man- 
ager of the Portland, Ore., office some 
months ago, replacing W. W. Wheat. At 
the left is Frank Paulson, sales mana- 


ger. Paulson appears to be crowned by 
the Blue Eagle. But that is O.K. Two 
new salesmen, Fred Zaugg and L. D. 


' (“Long Distance”) Hewitt have been 


added besides several new office em- 
ployees, so this branch is “distinctly 
NRA. 
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of the U.S.R. signs, number plates and | 


name plates. 

These products have previously been 
manufactured and distributed by the 
U.S.R. Products Division of the U.S 
Radium Corp. which will continue to 
manufacture the “Undark” luminous 
locators and house numbers. The line 
of signs will be manufactured by the 
Bildey Products Co. of which William 
H. Dey, formerly with the U. S. Radium 
Corp. is sole owner. 

v 
Sylvania Transfers MacWilliams 

The appointment of W. F. MacWil- 
liams as Sylvania tube representative 
for Ohio has been announced by the 
Hygrade Sylvania Corp. MacWilliams 
succeeds F. Howard Waite and has 
been in the organization’s sales depart- 
ment for several years. He will operate 
out of the Cleveland office, located at 
1783 11th St., and will continue to han- 
dle the Detroit territory for both Hy- 
grade lamps and Sylvania tubes. 


Vv 
Chicago Office Opened by 
Marks Products Co. 

Jules J. Dreyfuss, sales manager, 
Marks Products Co., Brooklyn, N. Y., 
manufacturers of “Snap-It” electrical 
devices, announces the opening of a 
sales office and warehouse at 323 W. 
Polk St., Chicago. This company also 
maintains sales offices and warehouse 








stocks at 699 Second St., San Francisco | 


and 129 First Ave., West, Seattle. 
- 
Emerson in New Quarters 


The Emerson Radio & Phonograph | 


Corp. has moved its executive offices 
and factory from 641 Sixth Ave., New 
York City to new and larger quarters 
in the Port Authority Building, 111 
Eighth Ave. All departments are now 
housed in the new building. 


v 


Eagle Electric Adds Floor Space 

The Eagle Electric Co., Brooklyn, 
N. Y., has leased two floors in the 
building adjoining its factory at 59-79 
Hall St. Offices, shipping department 
and warehouse stocks have been trans- 
ferred to the new quarters in order that 
the factory buildings may be devoted 
entirely to manufacturing. 

Vv 


Curtis Heads Electrical 
Association 

Kenneth Curtis, president of Curtis 
Lighting, Inc., has been elected presi- 
dent of the Electrical Association, Chi- 
cago. The Curtis company recently re- 
ceived a certificate from the officials of 
“A Century of Progress” in recognition 
of the contributions of its engineers to 
the illumination of the Fair. 





NCON 





OLUW LAMPO 


Keep the full line in stock. . put 
them in your catalogue! 





ak: ae rm) 
2 Watt 115 Volts $14 Bulb 
Finish—Clear-Sprayed Red or Yellow 








Ye Watt 115 Volts G10 Bulb 
Supplied in 1.0 Watt for 220 Volts 





V% Watt 115 Volts 142 Bulb 
Supplied with Candelabra 
Screw Base Only 


Industrial and commercial uses for Neon 
Glow Lamps are becoming more numer- 
ous every day. They are even finding their 
way into private homes as indicating and 
night lights! Their first cost is low, and their 
low current consumption has won them 
a permanent place with many users who 
insist on making every penny count. In 
many localities, a thin dime will actually 
keep a half watt Neon Glow Lamp on the 
job 24 hours a day for a whole year! 

Standard bases make them suitable for 
regulation sockets, and they will operate 
directly from 110 volts AC or DC without 
transformers or outside resistances. No 
wonder they are becoming a standard 
lamp for use as indicators, pilot or night 
lights. 

There’s a range of sizes to fit every one 
of their hundreds of uses, and it’s a profit- 
able idea to stock them all. They are being 
consistently advertised to industrial users 
in a leading trade magazine. 

And remember this. Your catalogue is 
not complete without a listing of these 
popular, economical, many-purpose lamps. 
We make that part easy for you by sup- 
plying catalogue inserts upon request. 
Write today for full particulars to: Gen- 
eral Electric Vapor Lamp Company, 891 
Adams Street, Hoboken, N. J. 


MEMBER 





WE DO OUR PART 


GENERAL @ ELECTRIC 
VAPOR LAMP COMPANY 


598 Copr. 1934, General Electric Vapor Lamp Co. 
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STERLING FITTINGS 








Patent Pending 


Threadless Couplings and Connectors for Thin Wall Conduit. 
Only 3 Parts—Simple to install. 


Body has straight threads and each end is slotted over which taper 
Threaded Nuts, tightened to depress the slotted prongs, securely clamp 
the pipe. 

Made of Malleable Iron. Nicely Cadmium Plated. 


Look for the Sterling mark on Fittings of our make 


Sterling is the name and Sterling is the quality 


Advertised monthly to your contractor customers 


THE STERLING MFG. CO. 


STRATFORD, CONN. IR, 


Makers of “Sterling’” Quality Fittings a 
APPROVED BY UNDERWRITERS’ LABORATORIES WE 00 OUR PART 

















Point out to your contractor friends 
No. 110 Latrobe that today, more than ever before, the 
ana cay time they save while performing wiring 


Showing how the ta- 


pered unit receptacle jobs is their chief source of increased 
fits tapered opening in 


top of box body. 15 to ’ 
20 minutes installation profits 


time saved on each § The Latrobe line of floor boxes and 
Wiring specialties are designed and 

made to effectively reduce the time 

required for their installation. 

Use this point about the Latrobe line 

to make new friends and increase your 

sales. 


No. 300 "Latrobe" FU LL M AN 
Midget Floor Receptacle 
and Box 
The only non-watertight f MFG f-£) 
floor Receptacle and Box e ™ 


on =< ee — 
Laboratories for tamtatation in Sued Toots. LATROBE PA. 









Manufacturers of Quality Floor Boxes and Wiring Specialties 














Colonial Stove Co. Announces 
Complete Kitchen Ensembles 


A new lire of kitchen equipment, in- 
cluding floor and wall cabinets, splasher 
units, sinks, drainboards and working 
surfaces has been announced by the 
Colonial Stove Co., 2154 E. Somerset 
St., Philadelphia. With these porce- 
lain-steel units the range and refrig- 
erator distributor can now provide his 
dealers with complete kitchen’ en- 
sembles, according to the manufacturer, 
who states: 

“We plan to distribute through 
wholesalers, and have accordingly set 
up a margin for wholesale distributors 
and retailers, which compares favor- 
ably with the margin that they now 
enjoy on major appliances. 

“Due to the porcelain-steel unit con- 
struction, the ensemble does not become 
part of the real estate; thus it can be 
financed, and should it become necessary 
to repossess, this can be done, and the 
units can be resold. Our equipment dif- 
fers in this respect from “tailor made” 
wood equipment, which for the most 
part is fabricated on the job and at- 
tached permanently to the real estate. 

“Each unit is packed separately, en- 
abling the distributor to warehouse the 
line as he does his refrigerators and 
ranges. The units required for an en- 
semble are shipped from the dis- 
tributor’s stock to the job. The distrib- 
utor’s trained installation crew, includ- 
ing a registered plumber, erects the 
ensemble and makes the necessary elec- 
tric, gas and water connections. 

“The distributor will set up several 
model kitchens in his display room, 
which will include the ‘Colonial- 
Romance Ensemble,’ plus whatever re- 
frigerator and range he may now dis- 
tribute. This display will be for the use 
of his dealers, and will be known as the 
distributor’s kitchen planning headquar- 
ters. In addition to this, the distributor 
will sell his key dealers the idea of set- 
ting up model kitchens in their show- 
rooms, and thus become kitchen plan- 
ning headquarters in their respective 
communities. 

“The entire line can be merchandised 
the same as other household labor sav- 
ing devices. It can be sold either com- 
plete, or the purchaser may buy the 
various units one at a time. 

“The ensembles range in price from 
$115 to $850. The average retail price 
will be in the neighborhood of $350.” 


Vv 
Eight and Ten Inch Fans 
Now the Leading Sizes 


According to H. B. Donley, manager 
of heating appliance and fan sales for 
the Westinghouse Elec. & Mfg. Co., 
“The fan business in 1932 was no dif- 
ferent from many other commercial 
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A Very Busy Executive: G. H. Miller 
has been in the saddle since the summer 
of 1932, as southwestern district mana- 
ger for the Westinghouse Electric Sup- 
ply Co. He headquarters in St. Louis 
and commutes as far as Texas to keep 
in touch with the district. Mr. Miller 
was formerly district manager at De- 
troit. 





activities—it showed a large decline. In 
1933, however, there was an increase 
of more than 50 per cent in unit sales, 
but an increase in dollar sales of less 
than 10 per cent. These figures clearly 
show the effect of last year’s low prices 
with the consequent reduction of profit 
for the manufacturer, wholesaler and 
retailer. 

“There was in 1933 an increase in 
the number of 8-inch and 10-inch fans 
sold from three to four times greater 
than the sale of 12-inch, 16-inch, ceil- 
ing and ventilating fans. Ten years ago 
this was not true; 12-inch and 16-inch 
fans were leading in sales. From this 
we should realize that the fan business 
is swinging towards its largest outlet 
today—the home. 

Vv 


CWA Workers in Minnesota to 
Reinspect Wired Buildings 
In Minnesota the Civil Works Ad- 
ministration is formulating plans for 
the reinspection of all wired buildings 
on a statewide scale. “The work will be 
done by unemployed electricians and 
financed with CWA funds. Any rewiring 
resulting from this checkup will be done 
through regular trade channels and at 
the owner’s expense, without further 
aid from the CWA. 
v 


Federal Reserve Report 
Federal Reserve Banks have released 
the following percentage comparisons 
covering sales of electrical wholesalers 
for the month of November: 


Nov. 1933 with | dane 














Federal Reserve | Oct. Nov. bos 
District 1933 1932 ago 
Pree + 3.3 | +37.7| + 8.2 
Philadelphia ....| — 8.7} +23.1 | +25.0 
San Francisco ...| — 4.6} +30.9|} + 7.8 
ee eee a Ae i: | a ee 
; Pe + 4.2] +30.01 + 15.1 





STEEL AND TUBES, INC. 


FRETZ-MOON 








HOW TO GET 


A CONTRACTOR 
OUT OF THE 


“R C Dp” 


Tue following advice is being 
given to electrical contractors in 
their publication this month: 

* * * 


“If at any time during 1933 your 
business showed a loss or was 
low in profit, here’s some advice 
which has helped other contrac- 
tors, and may mean a change 
from red figures to black for you 
—use Fretz-Moon Conduit. e Why? Because this modernly- 
made rigid steel conduit offers advantages found in no other 
make, and costs less to install. e Fretz-Moon Conduit is made 
from specially-rolled steel strip by Fretz-Moon’s exclusive con- 
tinuous process of manufacture. The metal retains all of its 
original ductility and uniformity—“burnt” or hard spots are never 
present—every length is uniform from one end to the other— 
bending, cutting, threading and wire-pulling are easier, faster 
and less expensive. e By using Fretz-Moon Conduit you can 
bid as you ordinarily would, and what you save in labor cost 
and time on the job will help to increase your profits. e Give 
Fretz-Moon Conduit a fair trial on your next half-dozen jobs— 
then judge for yourself.” 
* * * 


If you would do your contractor-customers and yourself a good 
turn, stock and talk Fretz-Moon Conduit. 


CLEVELAND + OHIO 


EXCLUSIVE SALES AGENTS 


UMNOERWRITERS 
LABORATORIES 


UNDERWRITERS 
LABORATORIES 





@ Rigid 


conduit 


UNDERWRITERS 
LABORATORIES 
INSPECTED 
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BRIGHT LIGHT REFLECTOR Co. 











Announces 


NEW Catalog No. 

34 featuring a 

complete line of SILV-A-KING 
commercial and industrial re- 
flectors that bring the greatest 
value for today’s requirements. 





See to it that this catalog reaches 
your worthwhile customers. Our 
well known strictly wholesaler 
sales policy will protect your 
profits on the SILV-A-KING 
LINE. 


qq 








Additional copies of 
catalog furnished on 
request. 








BriGHt LIGHT REFLECTOR Co. 


100 WHITE ST., BROOKLYN, N. Y. 
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The eight portable lamp guards pictured here 
present only a portion of the extensive McGill 
portable guard line. 















McGill Portables designed to meet every imaginable 
need, bring directed and protected light to every 
job and every worker. 


McGill Portables perform a multiple duty; they guard light bulbs 
against breakage, and guard workers from the danger of serious 
injury. They protect workers from strain due toimproper lighting 
conditions, and protect your invested dollars against unnecessary 
losses... Write for our interesting catalog describing the entire 
McGill line of portable lamp guards. 


-| MCGILL | 


MANUFACTURING CO. 


Electrical Specialities of Quality 
ESTABLISHED 1904 
VALPARAISO - INDIANA 
Box Na. 636 









"We Are All Set for 1934" 


To THE EpiTor: 

We have just been through a most 
surprising incident. After going through 
a very bad year, we suddenly picked 
up business with a rush during the week 
before Christmas and during those four 
days and the week after Christmas ac- 
tually did such a rushing business that 
we were able to finish the season in the 
black. Incidentally, this was the 13th 
consecutive year that C. L. McCrea, 
manager of our Major Appliance Divi- 
sion, ended the season without going in 
the red. 

All in all, we are set for 1934 and 
are expecting from it our biggest year 
since 1929. Prospects here are exceed- 
ingly bright what with an immediate 
raise in the Government payroll and a 
five per cent increase on the first of 
July. When you have 71,000 people 
looking forward to such an increase, it 
makes a great difference. 

One of the most surprising things 
that has happened since Christmas is 
that the greater portion of the refrig- 
erators we have sold have been our 
large and expensive boxes. Our wash- 
ing machine business has picked up with 
such a boom that we were able to sell 
43 washers in the four days from the 
20th of December to Christmas. An- 
other optimistic outlook is that all of 
our dealers have regained their confi- 
dence and are facing the new year with 
their heads up and their chins out. 

We have also added two new men to 
our retail division: G. V. Miller and 
T. L. Evans, and are looking around 
for about five more. 

Faith in the commercial business in 
Washington, which amounted to some 
$300,000 in 1933, is so great that we 
have split our present Commercial Divi- 
sion and have added a new man, W. I. 
Nichols, to take over the old commercial 
division. B. M. Bennett has been shifted 
from the commercial to a new division, 
chain stores. 

D. R. Coomses, National Electrical 

Supply Co., Washington, D. C. 





INSISTS 


that the fairest policy 
is the one-way policy, 


without dodges of any 
kind. We are all for 
the wholesaler, and 
will quickly demon- 
strate this to interested 
executives. 


Circle F Mfg. Co., 


Trenton, N. J. 
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Travels in Mexico: This is F. W. Gor- 
man who, since July, 1933, has managed 
the El Paso Saw & Belting Co. Much 
of his time is spent traveling in Mexico, 
selling pole line hardware to power 
companies. 





Positions Available 


Salesman: With experience and follow- 
ing among wholesalers in north cen- 
tral states; nationally known quality 
line of wiring materials; salary basis; 
give complete particulars regarding age, 
experience, etc. Answer in full confi- 
dence as our salesmen know of this 
ad. Address Box 21, Electrical Whole- 
saling, 520 N. Michigan Ave., Chicago, 
Til. 


Vv 


Recent Trade Literature 


BriGHT LicHut ReEFLector Co., 
Brooktyn, N. Y.—lllustrated catalog 
No. 34, covering the “Silver King” line 
of commercial and industrial reflectors, 
includes several new designs. 

BENJAMIN Etectric Mrc. Co., Des 
PLAINES, Itt.—Data sheet 3-3 describ- 
ing machine shop lighting with glassteel 
diffusers. 

Emerson E tectric Mre. Co., St. 
Louis, Mo.—Bulletin 3085, improved 
split phase motors for oil burners, 
blowers, small pumps, etc. 


v 


New Publications 

SELECTIVE DISTRIBUTION IN THE 
E.LectricaL INpustry — Policyholders’ 
Service Bureau, Metropolitan Life In- 
surance Co., One Madison Ave., New 
York City. 43 pp. Copies free on re- 
quest. Report of a survey conducted in 
cooperation with the National Electrical 
Manufacturers’ Association and _ the 
National Electrical Wholesalers’ Asso- 
ciation. Summarizes the views of rep- 
resentative wholesalers, also of manu- 
facturers of major appliances, small 
appliances and wiring supplies on grant- 
ing exclusive franchises to distributors, 
on selling to only a limited number of 
wholesalers and selling to an unre- 
stricted number of wholesale outlets. 




















@ Mechanical perfection that creates customer satis- 
faction. 


@ Beauty that harmonizes with any decorative scheme. 
@ Half century old reputation for quality fans. 

@ Powerful sales helps and effective display material. 
@ A type and size for every fan prospect. 


@ Nation-wide chain of district offices and sales rep- 
resentatives. 


@ Complete warehouse stocks throughout the country. 

@ Extensive advertising to the Electrical Trade. 
Write for the new 1934 catalog to the Diehl Manufacturing Company, 
Elizabethport, New Jersey. District Offices or sales representatives located 


in Atlanta, Boston, Chicago, Columbus, Dallas, Los Angeles, New York, 
Philadelphia, San Francisco, and St. Louis. 


DIEHL MANUFACTURING COMPANY 


Electrical Division of 


THE SINGER MANUFACTURING COMPANY 


DIEHL 
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A SECTION DEVOTED TO MANUFACTURERS' DESCRIPTIONS OF THEIR PRODUCTS 


What's New 





"Silver Swan" 
Electrically, this fan is based on the 


manufacturer’s 10” oscillator. There, 
however, the similarity ends. Entirely 
different, both in appearance and con- 
struction, this fan has an overlapping 
blade design. Blades are of sheet alumi- 
num, mounted on an aluminum shell 
with stream line effect. Guard and base 
are strikingly ornamental of harmoniz- 
ing satin finish. Fan assembly and motor 


shell are finished in highly polished 
natural aluminum. <A _ 1934 induction 
motor and fully enclosed oscillating 


mechanism complete the picture, result- 
ing in a fan that gives maximum air 
delivery, has practically silent operation 
and unusual beauty and rhythm of de- 
sign. Emerson Electric Mfg. Co., 2012 
Washington Ave., St. Louis, Mo.—Elec- 
trical Wholesaling, February, 1934. 


New Ultra Moderne Series 


Designed to appeal specifically to those 
who appreciate and admire the daring 
brilliancy of modern art, the creators of 
these modish cabinets have captured all 
of the rhythmic smartness and charm in 
line, color and form characteristic of 
contemporary art. The Ultra Moderne 
series includes the following models: 
“Travo DeLuxe,” compact 4-tube super- 





heterodyne portable set operating both 
on a.c. and d.c., price $19.95; “Travette 
Modern,” 5-tube superheterodyne which 
operates on a.c., price $28.00; “Forty,” 
4-tube superheterodyne with full float- 
ing moving coil electro-dynamic speaker, 
price $19.99; “Fiver” priced at $26.00 and 
its companion “Dual Fiver Lowboy” at 
$39.50; “Dual Sixty,” 6-tube superhetero- 
dyne with dual range and featuring auto- 
matic volume control, tone control and 
full floating moving coil electro-dynamic 
speaker, price $35.00; “Dual Sixty Low- 
boy” at $50.00; “Dual Seventy,” 7-tube 
superheterodyne with dual range, auto- 
matic volume control, tone control and 


full floating moving coil electro-dynamic 
speaker at $45.00 and “Dual Seventy 
Lowboy” at $59.50; “Dual Ten Mod- 
erne,” 10-tube superheterodyne console 
with dual range, automatic volume con- 
trol, push-pull output; continuous (step- 
less) tone and static control, full floating 
moving coil electro-dynamic speaker re- 





tailing at $69.50; “Dual Twelve Mod- 
erne,” 12-tube superheterodyne at $85.00; 
and ‘‘Dual 140,” 14-tube superheterodyne 
console featuring dual range, automatic 
volume control, meter tuning, static con- 
trol, tone control and auditorium type 
dynamic speaker at $99.50. Crosley 
Radio Corp., Cincinnati, Ohio.—Electrical 
Wholesaling, February, 1934. 


"Master-aire’’ Fan 


The “Master-aire” embodies a capaci- 
tor type of motor which is smaller and 
more efficient than motors formerly used 
on the desk and bracket type fan. 
Cost of operation is much less (in some 
cases the difference is 37%) than that 
of the ordinary fan. It comes to full 
speed 50% faster, more evenly and 
quieter than fans of former design. 
“Master-aire” is so quiet that a whisper 
can be heard when the fan is running 
full speed. Weighs one-third less than 
similar fans of earlier design. A new 
attractive guard is used, together with 





Micarta blades and full enclosed, oscil- 
lating mechanism. In addition to the 
“Master-aire,” this manufacturer’s 1934 
line includes the modernistic “Debon- 
aire” and a complete line of standard 
desk, bracket, exhaust, and ceiling fans, 
as well as fans for special applications. 
Westinghouse Electric & Mfg. Co., Mer- 
chandising Dept., Mansfield, Ohio.— 
Electrical Wholesaling, February, 1934. 


New Fan Line 

Ranging from the 8” desk type to the 
52” four-blade ceiling model, this line 
includes desk, wall bracket, window ven- 
tilating, built-in wall, exhaust, ceiling, 
slow-speed, and kitchen utility fans—fans 
of every size for every purpose. One of 
the latest developments is the Quiet Fan, 
illustrated, which has an air delivery 





equal to that of fans equipped with 
blades much larger in diameter and oper- 
ates with a quietness unusual in electric 
fans. Is available in oscillating and non- 
oscillating models. The ventilating fan, 
shown below, is adjustable to fit any 
ordinary window and is so designed that 





it may be mounted just inside the inner 
sash, thus allowing the outer window to 
be closed when the fan is not in opera- 
tion. Disagreeable smoke and odors are 
drawn out of the kitchen and replaced 
with a fresh supply of air. May also be 
used during the winter to improve the 
efficiency of hot air heating plants by 
placing fan at mouth of cold air intake. 
May also be installed in attics. General 
Electric Co., Merchandise Department, 
Bridgeport, Conn.—Electrical Wholesal- 
ing, February, 1934. 
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New Mixer-Juicer 


This portable mixer has double beaters, 
two mixing bowls, a juice extractor, a 
graded aluminum salad oil cup with pat- 
ented oil dropper, 7’ approved cord and 
flexible rubber plug. Motor operates on 
either acc. or d.c. at 110 volts. Base, 
which need not be clamped to a table for 
perfect operation under heavy load, is 





finished in green enamel; balance of the 
appliance, including bowls and extractor, 
is finished in ivory enamel. Has tilt- 
back neck; non-tippable base with rubber 
feet; heavy duty motor with multi-speed 
toggle switch, and detachable and separate 
beaters of stainless steel. Easily con- 
verted from mixer to juicer by inverting 
motor on standard. List price, $14.50. 
United Electrical Mfg. Co., Adrian, Mich. 
—Electrical Wholesaling, February, 1934. 


Lamp for Indirect Portables 


“Indirectlite” is a new 250-watt, G-30 
bulb lamp for indirect portables and 
torchieres. Has a maximum overall 
length of 6%”, a light center length of 
3%” and inside-frost bulb, and is designed 
only for base-down burning on 110-120 
volt circuits. Equipment manufacturers 





are cautioned against taking advantage of 
the relatively small bulb size in this lamp 
by making their indirect portables with 
smaller reflectors. Reflectors should be 
fully as wide, if not wider, than present 
designs. With the new short lamp, the 
reflectors can and should be shallower 
to insure better utilization of light. List 
price, $1.10. Westinghouse Lamp Co., 
Bloomfield, N. J.—Electrical Wholesaling, 
February, 1934. 


Artificial Foods for Display Use 


Turkey, steak, potatoes and pies are 
included in this new line of artificial 
foods. These colorful reproductions of 








real food add sales appeal to displays of 


electrical appliance dealers. Further- 
more, they will not melt from the rays 
of the sun and are easily cleaned. A new 
line of products for range and refrigera- 
tor distributors to sell to their dealers. 
Display Food Co., St. Paul, Minn.— 
Electrical Wholesaling, February, 1934. 


Aerial Spring Adjuster 


Most antennas will sway with the wind 
which causes them eventually to break 
due to the strain. The possibility of com- 
ing in contact with high voltage lines is 
also present by allowing this shifting of 
aerial. With the coming of the doublet 
short wave antenna system, it is evident 
that some means must be had to compen- 





sate the additional weight and _ strain 
placed on the antenna proper. All this 
may be corrected by inserting one or more 
aerial spring adjusters in the antenna, 
thereby increasing the aerial’s efficiency. 
Adjuster is constructed of heavy cad- 
mium plated steel. Two hooks interlock 
with tension spring making it impossible 
for adjuster to fail or break down in 
service. Porcelain eyes are placed in the 
hooks at each end. List price, 50c apiece. 
Birnbach Radio Co., 145 Hudson St., New 
York City—Electrical Wholesaling, Feb- 
ruary, 1934. 


"Toledoan" Range 


Model 1445 has a special black finish 
with ivory marble veins and closely re- 
sembles black marble. Cooking top is 
Monel Metal, but it is also furnished in 
black. There is an extra charge for the 
Monel metal cooking top and range-light. 
The finish is a new development. A spe- 
cial enameling process accomplishes a 
transfer of the exact pattern of the mar- 
ble vein from the original marble slab. 
Standard Electric Stove Co., Toledo, 
Ohio.—Electrical Wholesaling, February, 
1934. 





Receptacles for Industrial Use 


“Hubbellock” approved devices pro- 
vide absolute protection against dangers 
in high cycle, polarized service. They 
are designed to meet all the exacting re- 
quirements demanded in the industrial 
field today. Built unusually strong to 
withstand the daily strain, severe service 
and electrical hazards incidental to the 
use of high frequency, “High Cycle” 
portable tools. The positive locking 





feature prevents accidental breaking of 
current and guarantees a “lock-fast” 
connection as long as desired. Proper 
polarization absolutely prevents insertion 
of cap in any but the proper position. 
Grounding of metal casings is positive. 
Ground blade is made longer than others 
so as to make contact first and break it 





last. Receptacles and connector bodies, 
through the use of a disappearing Bake- 
lite plunger, are of the “dead-front” type, 
which means that all current carrying 
parts are concealed at all times. The 
spring actuated plunger, also acts as a 
means to forcibly eject the cap and to 
snuff any arc. Harvey Hubbell, Inc., 
Bridgeport, Conn.—Electrical Wholesal- 
ing, February, 1934. 


Flashlight-Lantern 


The 2%-volt 
“Juniorlite” is a 
two-reflector elec- 
tric lantern with 
an all-around 
spreadlight from 
top reflector and 
a 600-ft. spot beam 
from the front re- 
flector. Both re- 
flectors controlled 
by a single three- 
position switch. 
Smartly styled in 
silver color, and 
bright trim; 414” 
high and beautifully proportioned; top 
bail has nail notch for hanging; two fold- 
ing handles in rear for easy carrying or 
wearing on belt. List price, $1.60, less 
batteries. Delta Electric Co., Marion, 
Ind.—Electrical Wholesaling, February, 
1934. 
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Panelette for Despard Fittings 


These new panel- 
ettes provide for 
single pole, two-pole 
three-way and four- 
way switches, con- 
venience outlets, 
pilot lamps and lock 
switches of the Des- 
pard line. Knock- 
outs for the Des- 
pard fittings are ar- 
ranged in gangs of 
three, but may be 
used for one or two 
devices if desired. 
Trim is finished in 
black Crystallac. 
Cabinets are  pro- 
vided with loom 
knockouts in the back and concentric %4” 
and 3%4” loom knockouts in the top, bot- 
tom and sides. Complete from four to 
twelve single fused circuits. Square D 
Company, Detroit, Mich—Electrical 
Wholesaling, February, 1934. 





Quick-Acting Rectifier Tube 


Enables radio sets to operate in 17 sec- 
onds, or one-third the time formerly re- 
quired. Laboratory and field tests have 
further proved that the quick-action of 
the 25Z5 extends the life of other tubes 
in series-operated a.c.-d.c. receivers as 
well as protecting the filter condenser. 
Quick-heating feature permits tube to 
reach the value of hot or high filament 
resistance in a shorter time and thereby 
eliminates the excessive over-voltage on 
other tubes usually caused by slow-heat- 
ing, low resistance tubes. Arcturus Radio 
Tube Co. Newark, N. J.—Electrical 
Wholesaling, February, 1934. 


Range Receptacle 


A bakelite cover 
of modernistic de- 
sign heightens the 
attractiveness of 
this range recepta- 
cle. Features in- 
clude: contact 
jaws reinforced by 
tempered steel 
springs for posi- 
tive contact; sol- 
derless cable con- 
nectors which save 
time and material 
at time of installa- 
tion, and improved 
universal cable 
clamp and knock- 
outs which permit 
installation 
through the wall 
from beneath, through the floor or from 
the back. Flange of cable clamp is large 
enough to cover either size knockout, 
making an effective closure and eliminat- 
ing the need for additional exterior fit- 
tings. Can be furnished equipped with 
grounding contacts for connection with 
grounding clips of polarized range plugs. 
Black finish is standard, but receptacle 
can be furnished in a variety of colors. 
BullDog Electric Products Co., Detroit, 
~~ namie Wholesaling, February, 

4, 








Improved S-2 Sunlight Lamp 


Improvements in the interior construc- 
tion of this lamp include placing the fila- 
ment above the electrodes to reduce the 
possibility of burn-outs caused by the arc; 
stretching out the filament to prevent the 
collection of short-circuiting mercury de- 
posits in the filament coils; and a nar- 
rower arc gap for better life perform- 
ance. The improved bulb cap employes 
a wire clip to hold it in place on the 
outside of the bulb. Between cap and 
bulb is a black metal insert which is a 
material factor in maintaining the lamp 
at high efficiency. Results of rigorous 
shake, bounce and vibration tests, both in 
the laboratory and in the field, clearly 
indicate the lamp’s ability to stand up in 
actual service. General Electric Co., In- 
candescent Lamp Dept., Nela Park, Cleve- 
land, Ohio.—Electrical Wholesaling, Feb- 
ruary, 1934. 


Dome Reflectors 


An addition to the “Silv-A-King” com- 
mercial and industrial reflector line is the 
No. 2514PH reflector, illustrated. It is 
designed for use with 150-watt lamps and 





ove 


has a 14” diameter. Bright Light Reflec- 
tor Co., 100 White St., Brooklyn, N. Y. 
—Electrical Wholesaling, February, 1934. 


'"Temperator" 


Its ability to create a general circula- 
tion of warm air rather than concentrat- 
ing it in one spot constitutes the main 
feature of this portable heater. Circula- 





tion is established by means of an electri- 
cal fan built into the unit and powered 
by an induction type motor. Accurate au- 
tomatic thermostatic control is provided. 
Its insulated metal case enables it to be 
carried while still hot and insures against 
burns while in use. A heavy grill pre- 
vents contact with heating elements. Unit 
is light in weight and its dimensions are 


10%4"x7"x5%". Can be placed almost 
anywhere. Equipped with a 1000-watt 


coil and retails, complete with cord, at 
$7.50. Another model, equipped with a 
600-watt coil and without thermostat is 
available at $5.50. Crosley Radio Corp., 
Cincinnati, Ohio.—Electrical Wholesaling, 
February, 1934. 


"Plant-Lites'' 


Recent exhaustive experiments have 
proven that regular 60-100 watt Mazda 
lamps supplementing daylight and burning 
for as little as five hours each evening 
will lengthen the life of many normal 








plants indoors. This charming group of 
lamps send forth light directly onto the 
plant, which, in its regular earthen pot, 
fits into a receptacle which is a part of 
each lamp. The complete line includes 
wall models, table models and a floor 
type. Each is designed as a complete en- 
semble by Von Nessen. Duplexalite Divi- 
sion of the Miller Co., Meriden, Conn.— 
Electrical Wholesaling, February, 1934. 


Weatherproof Enclosed Switches 


Augmenting its line of 50,000 compact 
switches, this manufacturer announces the 
same series of 
switches in dust- 
tight and weather- 
proof cast iron 
enclosures, having 
the same features 
as the former line. 
Available immedi- 
ately in 30 and 60- 
amperes and will 
be manufactured 
in 100 and 200 am- 
pere sizes. In- 
cludes two and 
three pole, 3-wire 
and four-wire 
solid neutral and 3-wire switched neu- 
tral fusible and not fusible in both low 
and high voltage. Due to unique design 
of operating mechanism and the fact that 
the entire base is removable for wiring, 
the cast iron enclosures are small and 
compact. Square D Co.. Detroit, Mich.— 
Electrical Wholesaling, February, 1934. 

















February, 1934 


ELECTRICAL WHOLESALING 


47 








Kitchenette Equipment 


With an electric range and refriger- 
ator, this kitchenette also has ample food 
storage space for non-perishable food. 
Food preparation center consists of 
Stainless table top working surface and 
storage space for knives, beaters, etc. 
The cooking center, Comprising the elec- 
tric range, has storage space for cook- 
ing utensils. Cleaning center, including 
sink, has storage space for cleaning and 
cooking utensils. Unit is 60” wide, 2214” 
deep. Also available with metal enclosure 
and folding doors so that it may be closed 
off from rest of the apartment. Origi- 
nally designed for the 60-inch kitchenette, 
this ‘“Modernette” range, illustrated at 
right, can be built in on four sides. Occu- 
pies a floor space of 18” by 22” and has 
an over-all 
height of 467%”. 
May be placed 
against the wall 
and set flush 
with cabinet. It 
is necessary to 
clean the range 
only onthe 
front and top 
if it is set flush 
in the wall. A 
pull-down cur- 
tain on the wall 
will hide the 
range complete- 
ly. Cooking top 
is 18” by 21%” 
and oven is 14” 
by 14” by 16” deep. Has three “Hi- 
Speed” Calrod surface units, with two in- 
terchangeable open coil oven units. Gen- 
eral Electric Co., Specialty Appliance 
Sales Dept., Nela Park, Cleveland, Ohio. 
—Electrical Wholesaling, February, 1934. 





Auto Radio 


The “Roamio 103” provides 8-tube effi- 
ciency with a 5-tube superheterodyne 
chassis due to the use of two double- 
purpose tubes and a Syncronode “B” 
eliminator. It is equipped with automa- 
tic volume control, tone control, 6” full 
floating moving coil dynamic speaker, and 
the Crosley Tennaflex and under-car an- 
tenna. Housed in a small compact metal 





cabinet, 101%4"x734"x714", this set can be 
quickly and easily installed beneath the 
dash by means of a single bolt mounting. 
List price, complete with tubes, $44.50. 
Crosley Radio Corp., Cincinnati, Ohio.— 
Electrical Wholesaling, February, 1934. 


Improved Oil Burner 


Model “CJ” has been redesigned with 
a larger blower having greater air capac- 





ity in order to permit use of special slow- 
speed motor. Manufacturer claims that 
practically no sound is noticeable due to 
the new material used in making the 
pump gears. Has 1% to 4 gal. per hour 
capacity with up to 1,000 sq. ft. steam 
radiation. Ignition transformer has been 
moved from beneath the blower housing 
to above the blower assembly, while all 
safety controls are now concentrated in 
one compact unit attached to the air blast 
tube. Scott-Newcomb, Inc., 1925 Pine St., 
St. Louis, Mo.—Electrical Wholesaling, 
February, 1934. 


Pre-focused Auto Lamps 


This pre-focused lamp has been de- 
signed for the smaller headlights neces- 
sary to harmonize with the latest car 
fronts. A pre-focusing base, minimizing 
variation of light center to within 1/100” 
forms a collar rigidly fastened to the 
base. Three slots unequally spaced around 
collar are engaged by three small pins 
projecting through flat section at apex of 
headlight reflector. Springs behind re- 





flector exert a pressure in these pins to 
hold bulb firmly in position. Since pins 
and slots are spaced unequally, lamp can 
only be inserted when they match in cor- 
rect position. Lamp is inserted in same 
manner as standard bayonet base bulb. 
Westinghouse Lamp Co., Bloomfield, N. 
J]. —Electrical Wholesaling, February, 1934. 








Giant Photoflash Lamp 


Number 75 gives approximately three 
and a half times the lumen output of the 
standard photoflash lamp No. 20. De- 
signed .with a medium screw, unskirted 
base and a PS-35 clear bulb. Overall 
length of 8 5/16” permits its use in pres- 
ent equipment. May be flashed with three 
to 125 volts. Especially adaptable for 
color, outdoor and commercial photog- 
raphy. List price, 75c. Westinghouse 
Lamp Co., Bloomfield, N. J.—Electrical 
Wholesaling, February, 1934. 


Non-Inflammable Capacitor 


Dust-tight, this capacitor is intended 
not only for grain mills where dust is 
prevalent, but has 
proved in demand 
for textile mills 
where lint has 
been troublesome. 
This new capacitor 
is treated and filled 
with Pyranol 
which is non-in- 
flammable and has 
extraordinary  in- 
sulating and dielec- 
tric properties. 
This material has 
also made possible 
a reduction in size 
and weight. The 
capacitor dielectric itself, is hermetically 
sealed and connections are brought out 
through bushings into a dust-tight box 
which surmounts the unit, This box is pro- 
vided with conduit holes, each fitted with 
dust cap and containing standard NEC 
indicating fuses which can be inspected by 
removing gasketed cover. General Elec- 
tric Co., Schenectady, N. Y.—Electrical 
Wholesaling, February, 1934. 





Ground Fitting for Rigid Conduit 


F u rn ished 
with a _ solder- 
ing lug, the 
“GF5” is man- 
ufactured in a 
manner which 
provides abso- 
lute protection 
to the ground 
wire connec- 
tion. Made 
with a_ heavy 
cast brass soldering lug which allows a 
soldered or solderless connection. Ad- 
justable to any position, easy to install as 
clamping screws need not be removed. 
Pipe clamp may be reversed for use with 
ground rod. The “GFS5” is included in 
the line of rigid ground fittings recently 
offered by this manufacturer. H. B. 
Sherman Mfg. Co., Battle Creek, Mich.— 
Electrical Wholesaling, February, 1934. 
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LYMOUTH TAPE is cut on 


modern machines with circular 
knives. These machines cut and 
wind the tape in the same opera- 
tion. This method cuts the tape 
accurately without strain on the 
sheeting to cause the threads to get 
out of alignment. 


Because Plymouth tapes won’t ravel 
they save time for contractors. Ik is 
a feature that you can stress when 
you sell Plymouth. 


PLYMOUTH RUBBER COMPANY, Inc. 
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When A User Says: 


“WHY BUY BUSS SUPER-LAG FUSES?” 


fell Him This: 
|. For years, it has been known that temporary current surges or 
harmless overloads, frequently caused fuses to blow. 


2. Users wanted a fuse with a “‘retarded blowing point’’ that would 
permit these surges or overloads to clear themselves without blowing 
the fuse. 


3. Users also wanted this fuse to be so constructed that it would 
quickly blow on short circuits or dangerous overloads. 


4. Users knew that such a fuse would help keep the plant operating 
as well as protect the equipment. It would not blow as often as other 
fuses. It would help prevent needless shutdowns—help keep ma- 
chines running and workers on the job. 


Years ago the BUSS laboratory went to work to scientifically design 
a fuse that would meet these requirements. Today you can buy this 
fuse at a price no more than that of any other standard brand of renew- 


able fuses. This new fuse is the BUSS SUPER-LAG Renewable Fuse. 
HOW MANY PROSPECTS HAVE YOU? 


Stop and count the fuse users in your territory. How many are you 
now selling BUSS SUPER-LAG Fuses? Every one not NOW buying 
BUSS Fuses from you should be a prospect. Why not go after him? 
Tell him the whole BUSS story. You will probably be surprised how 
many new customers and new orders you can get by this simple effort. 


If you want to refresh your memory on the “whys and where- 
fores” of BUSS SUPER-LAG Fuses refer to the story on the 
BUSS price sheet in your binder. 


BUSSMANN MANUFACTURING COMPANY, 2536 W. University St., St. Louis, Mo. 


(A Division of McGraw Electric Company) 






Cut-away view of a 60 
ampere 250 volt BUSS 
SUPER-LAG Renew- 
able Fuse. Note the 
lag-plates on the link. 
They're what makes 
the difference. 
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